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News catches folks’ attention. News arouses interest. 


News sells goods. 

In times like these, look for the product that has news 
value. Electric clocks, as such, are no longer news. But 
jobbers all over the country have put big exciting news 
into their clock business. 

They’ve done it by headlining the electric clock news of 
the year the first and only all-electric Westminster 
Chime Clock without clutch, retaining spring or electric 
contacts. 

Has it paid them? Ask any jobber or jobber’s salesman 
who has featured the new Sessions clock with motorized 
Westminster Chimes. Ask him how it sells. Ask him 
how it has waked up his clock business. 

The Wonder Clock of Sessions that is what the 
trade are calling it. Think of it. Full Westminster 
Chimes 16 notes on the hours, 8 notes on the half- 
hours and 4 notes on the quarter hours. The chimes are 
operated by means of a separate chime motor. 

This relieves its sturdy synchronous motor of all func- 
tions except that of keeping time with Sessions precision. 
This main motor, sealed in oil, operates for years without 
attention. 

Of course, this new chime clock is patented, and made 
exclusively by Sessions of Forestville. It is guaranteed 
by more than a century of clock craftsmanship, 
Exquisitely grained wood cabinets, hand rubbed to a soft 
rich lustre, Fitments that set a new high level in electric 


The Sessions ALL-ELECTRIC 
chime clock, with Completely 
Motorized Chimes. 
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Opens People’s Pocketbooks 


clock design. Satin-like metal dials. Attractive raised 
numerals. Voguish rounded sashes. In every detail, they 
are quality clocks. 

Price? These Wonder Chime Clocks retail at prices 
lower than that of many a silent timepiece. Not primarily 
designed for price selling. But real intrinsic value added 
to news value. 

Already folks are learning about the Wonder Clock of 
Sessions. National magazine and radio advertising are 
carrying the buy-urging news into homes throughout 
the country. 

Sessions all-electric Westminster Chime Clocks are avail- 
able in many designs. Each model has been carefully 
designed to suit wide popular preference. 

Kach a sure seller. There are no “hunch numbers” in 
the Sessions line, because Sessions has been making 
clocks too long to be fooled by trick designs and shapes 
that will not catch the public fancy. Just another reason 
why jobbers get faster turnover when they feature 
these clocks. 

Will you put news into your clock department. this 
spring? Will you investigate 1931’s most exciting news 
item in electric clocks? Will you take hold of this oppor- 
tunity to wake up clock sales? If you are not already 
stocked, write us today. The Sessions Clock Company 
of Forestville, Massachusetts. 
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GAIN, we approach the June issue of THE 
JOBBER’s SALESMAN in which will be con- 
tained the national sales figures on the 40 key 
products handled by the electrical wholesaling 
industry. 

These figures are of great value to each and 
every wholesaler. They also are carefully studied 
by all electrical manufacturers. To collect such 
information and present it as a true picture of 
the industry is, therefore, a responsibility which 
we accept most cheerfully and handle most con- 
scientiously. 

We cannot, however, do the task alone. We 
are helpless without the full support of all 
wholesalers. During the many years in which 
we have been studying such figures, we have 
always had splendid cooperation from the 
wholesalers. This year we ask for it again. 
Every distributor in the country has been mailed 
a questionnaire. We request that you fill it in 
and return it to us at once. If you do not handle 
all lines listed, or if you do not have the sales 
on all products named, fill in those which you 
do have for even such amounts will be helpful 
to us. 
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FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 
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O enable wholesalers to realize to the fullest 
extent on the profit possibilities of Curtis 


Products; 

















To help wholesalers meet present-day demands 
for intensive, creative, planned selling; 


To provide wholesalers with greater sales co- 
operation; 


These are the major objectives of changes in 
our sales policy that will be 
announced shortly! 


CURTIS LIGHTING, Inc. 


New York Office 1123 West Jackson Blvd. Resident Engineers 
230 Park Ave. Chicago, U.S. A. in Principal Cities 
































Bringing the “Plan” 


to You 


IKE the proverbial snowball rolling down hill inter- 
est in “THE JoBBER’s SALESMAN’S Plan for Mar- 
ket Determination and Market Development” has 

grown within four short months to proportions exceed- 
ing everyone’s fondest hopes and expectations. The 
tour of 12 major distribution centers by E. T. Rowland, 
marketing counsellor of THE JoBBER’s SALESMAN, has 
begun. On this tour Mr. Rowland brings the “Plan” to 
you by word of mouth in a talk illustrated by 30 ex- 
planatory charts. Through this series of talks it is 
hoped you may obtain a better understanding of the 
soundness of the “Plan” and a more thorough conception 
of how it works and what it stands for. 


At the time this editorial is written Mr. Rowland has 
already outlined the “Plan” to the members of the 
Missouri River Club at their Excelsior Springs, Mo., 
meeting and to electrical wholesalers of Chicago and 
vicinity. According to many who attended the Missouri 
River Ciub meeting THE JoBBER’s SALESMAN “Plan” 
was largely responsible for the record attendance and 
enthusiasm displayed. 


On Friday, April 24, in the Morrison Hotel, Chicago, 
127 electrical wholesalers and manufacturers listened to 
Mr. Rowland’s exposition of the “Plan” and heartily 
endorsed it. Wholesalers and manufacturers both came 
from as far as 200 miles away to learn how the principles 
of this “Plan for Market Determination and Develop- 
ment” can be economically and practically applied to 
their businesses. 


3etween the time this is written and this issue is 
published local meetings will have been held in Detroit, 
Cleveland and Pittsburgh. As explained elsewhere in 
this issue, meetings in Syracuse, Hartford, Boston, New 
York, Philadelphia, Washington and Baltimore will 
follow. Meanwhile, requests for additional meetings 
have come from many other parts of the country. 


There must be something to this “Plan”! 


The “Electrical Wholesaler—1931 Model” is first of 
all a salesman. THE JOoBBER’s SALESMAN’S “Plan” is 
predicated on just that. The day of the wholesaler’s 
being merely a purchasing agent and warehouseman for 


his trade has passed. Going, too, are those wholesalers 
who persist in functioning in those capacities only. 
Plenty of independent electrical wholesalers are going to 
survive and prosper—for many years to come—to a 
greater extent than ever in the past. 





Those who remain and thrive must appreciate that 
the foundations of their establishments will be built on 
two fundamental principles. First, they must know 
their markets—every worthwhile outlet in the resale, 
industrial, contractor and commercial fields. Secondly, 
they must have a definite plan for intensive development 
of these markets along commodity lines. The whole- 
saier must survey his local market himself but from the 
manufacturers whom he represents he obtains “Sales 
Plans” for selling their various lines along creative lines. 


Judging from the comments of both wholesalers and 
manufacturers, following Mr. Rowland’s first two talks, 
those who attended considered their time well spent. 
Electrical wholesalers everywhere are adapting THE 
Jorper’s SALESMAN “Plan” to their own businesses. If 
you are in a territory where a meeting is already sched- 
uled come and be sure your manufacturers or their 
representatives attend also. 


Only when both wholesaler and manufacturer appre- 
ciate that their relationship is one of partnership and 
act accordingly do harmonious and productive manufac- 
turer-wholesaler alliances exist. Starting anew with 
THE JOBBER’s SALESMAN’S “Plan” as the basis for such 
a partnership-relationship they may attain their common 
objective through selective, creative and intensive selling. 


Be an “Electrical Wholesaler—1931 Model.” 


Specialize, Advertise, Localize and Economize. 
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for handling 
Anaconda Wiring Products 


—WELL LOCATED 
MILLS and WAREHOUSES 


T 2 of our 12 modern mills .. . Pawtucket, 
ANACON DA R. I., and Marion, Ind.,... we make the 


from mine to consumer 
. 


=r well-known line of Anaconda Wiring Prod- 


ANACONDA ucts. And at five additional points... Chicago, 


WIRING PRODUCTS St. Louis, Los Angeles, San Francisco and 


Rubber-Covered Wire Seattle... we carry complete warehouse stocks 
ABC Armored Cable 


Flexible Steel Conduit 
Duraduct Loom 


D Sheathed Cabl ° ° 
“aaa us to offer exceptional service. 


..- Our mill and warehouse locations enable 


ANACONDA WIRE & CABLE COMPANY 


GENERAL OFFICES: 25 BROADWAY, NEW YORK 
CHICAGO OFFICE: 20 NORTH WACKER DRIVE 
Sales Offices in Principal Cities 
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She Jobbers Salesman 


The magazine of the wholesale electrical distributor and his salesmen 





Schools are Excellent 


OUTLETS — 


In the commercial field, schools offer great oppor- 
tunities for the sale of electrical equipment. Modern 
lighting, ventilating, heating and signal systems are ab- 

solutely essential 





tory, school buildings offer 

a profitable field for the sale 
of a wide variety of electrical 
equipment. There are 258,000 
school buildings in the United 
States, accommodating thirty 
million pupils. Although 158,000 
of these buildings (over half of 


[: every wholesaler’s terri- 


THE SCHOOL MARKET 


258,000 School Buildings in the United 
States, including 
2,124 High Schools 
1,109 Junior High Schools 
513 Colleges and Universities 
299 Teachers’ Colleges 
7,000 Parochial Schools 
15,000 Consolidated Schools 


the various units and study their 
needs. 

Most school boards operate on 
a budget basis. It is therefore 
necessary to approach the school 
superintendent and create a de- 
sire on his part to have modern 
equipment. One of the most 
popular innovations today is a 





the total) are one-room schools, 


central radio system, which can 





these are decreasing at the rate 

of 5,500 per year. In their place 

we have a new type of consolidated school, of which 
there are now 15,000. These consolidated schools use 
modern bus transportation to bring in pupils from a 
wide territory. They also are modern structures, offer- 
ing an excellent field for the sale of up-to-date electrical 
equipment. 

In addition to the sales field presented by new build- 
ings, which are being erected every day, there is a tre- 
mendous opportunity for the electrical wholesaler to 
secure modernization of equipment in the schools al- 
ready built in his territory. This calls for selling of the 
highest type, and those who would go after such busi- 
ness must realize that much patience and hard work 
are required, but that the possibilities more than justify 
the effort expended. 

The method of selling equipment to schools neces- 
sarily varies according to locality. In the larger cen- 
ters, almost everything goes through the Board of Edu- 
cation and direct contact between the wholesaler’s 
salesman and the individual school is practically nil. 
This situation does not affect the volume of business 
materially, but concentrates the buying. In smaller 
communities, and in the case of isolated or privately 
operated institutions, there is an opportunity to contact 
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be used for announcements and 

for furnishing music to all class 
rooms simultaneously from a central point. Another 
interesting fact is that 40,000 schools now serve food. 
These and others who are about to add this service are 
fine prospects for the sale of commercial cooking 
appliances. 

After the desire is created, the budget system may 
make it necessary for the superintendent to wait a 
while, perhaps until the next year, when he can include 
such expenditures in his budget. Then, if the budget 
is passed by the board of education, the wholesaler 
receives the order. Contact with the board members 
is also advisable, but it should be borne in mind that 
if one school can be induced to fight for and secure 
new equipment, it is just so much easier to sell sim- 
ilar installations to others in adjoining districts. Many 
wholesalers have avoided school business because of 
local political situations. While these undoubtedly 
exist and often render it difficult for the wholesaler, 
this applies more frequently to new buildings than 
those which have been operating for some time. 

There is a vast difference between the school of 
today and that of 30 years ago. At that time an 
assembly hall or an auditorium in a grammar or high 
school was a distinct novelty. (Turn to Page 70) 
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OUND 
MANAGEMENT 


Comes barst 


An Interview with 


H. C. POND 


Vice-President and General Sales Manager 
The Arrow-Hart & Hegeman Electric Co. 
Hartford, Conn. 


ecutives of prominent independ- 
ent electrical manufacturers THE 
JoBBer’s SALESMAN has already told 
you of the faith which executives of conduit and wire 


T° its series of interviews with ex- 


manufacturers have in the future of the independent . 


electrical wholesaler. 

Because of the importance of wiring devices as one 
of the basic commodities of the industry THE JOBBER’S 
SALESMAN sought out H. C. Pond, vice-president and 
general manager of the Arrow-Hart & Hegeman Elec- 
tric Co. and asked him to give our readers his views on 
the electrical wholesaler. 

“We are firmly of the belief”, said Mr. Pond, “that 
the electrical wholesaler offers the most economical 
method of distribution for the electrical manufacturer. 
We believe he will always have a place in the picture. 
Many manufacturers have unsuccessfully tried other 
methods of distribution and are now seeking jobber 
outlets. The electrical wholesaler is to-day covering his 
territory more intelligently and thoroughly than ever 
before. As his territory has become smaller he has 
adopted more intense sales efforts in his local territory 
plus specialization. He must do so to stay in business.” 

When asked what he con- 
sidered the determining fac- 


By 
E. T. ROWLAND 


Marketing Counsellor, 
THE JOBBER’S SALESMAN 


jobbers who have persistently clung 
to old methods of management. 

“There are several factors involved 
in sound management. First of all 
each wholesaler should standardize on only one or two 
lines of each commodity and then he should do a real 
job on these selected lines. 

“This brings up the subject of loyalty. If the whole- 
saler is loyal to his manufacturer that manufacturer 
will not need to seek additional distribution in his 
territory. On the other hand, if the wholesaler car- 
ries four or five competing lines he cannot secure ade- 
quate distribution on all of them and the manufacturers 
will be forced to seek additional jobber outlets in that 
territory. Loyalty means standardizing on a quality 
line of merchandise and then pushing this line to such 
an extent that the manufacturer will have no need for 
other distribution. 

“Another requirement for sound management,” said 
Mr. Pond, “is that the wholesaler follow his manufac- 
turers’ suggested resale price schedules. These sched- 
ules which are constantly being adopted by a larger 
number of manufacturers represent the most construc- 
tive move towards stabilization that the industry has 
seen in many years. These 
suggested resale schedules are 





tors in the success of the elec- 
trical wholesaler Mr. Pond 
said: “Unquestionably sound 
management comes first. The 
well-managed wholesaler will 
succeed. Many jobbers do not 
seem to realize that their suc- 
cess is governed by the char- 
acter of their management 
rather than by their compe- 
tition. New wholesalers who 
have started in business within 
the past 10 years have in 
many cases been more suc- 
cessful than many old line 





Sound Management 
Involves 


Loyalty to Manufacturers— 

Non-Duplication of Lines— 

Maintenance of Established 
Price Schedules— 

Intelligent Inventory Control— 

Intensive Selling of Staples as 
well as of Specialties. 


a recognition by the manufac- 
turer that he cannot profit un- 
less his distributors also profit. 
They are designed to give the 
wholesaler a fair profit. The 
well-managed wholesaler will 
undoubtedly follow these 
schedules and refrain from sell- 
ing broken package quantities 
at standard package prices. 
“While we are on this sub- 
ject of profits I want to em- 
phasize that there is a good 
profit in staple lines. Many 
jobbers seem to be of the 
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opinion that their profits lie entirely in specialty lines 
which carry a high gross margin. They consider them- 
selves as only service stations for the staple lines and 
push the so-called high profit lines. These wholesalers 
make the mistake of assuming that the average oper- 
ating and sales costs for their business as a whole 
should be applied to each line which they handle. They 
overlook the fact that their actual costs on each line 
depend on handling costs, rate of turnover and amount 
of sales effort required by that particular commodity. 

“Turnover is very important. Some of our distribu- 
tors are securing eight turnovers a year on wiring de- 
vices and consider this one of their most profitable lines. 
They secure this turnover by intelligent inventory con- 
trol, concentrating on fast moving items and carrying 
fewer slow moving items. The gross profit rate carried 
by any line of merchandise is, by itself, no indication 
of the actual net profit which the wholesaler secures 
from this line. We know that there is ample margin 
in wiring devices to enable the wholesaler to make 
money by doing a real sales job on the line.” 

We asked Mr. Pond 
how he would define the 
wholesaler’s responsibil- 
ities to his customers 
and to his manufactur- 
ers. “The customer sees 
the manufacturer 
through the eyes of the 
wholesaler. Therefore, it 
is the responsibility of 
the wholesaler to render 
his customers adequate 
service at a fair price. 

“The wholesaler’s re- 
sponsibilities to his man- 
ufacturer require that he 
do a sales job and that 
he tie in with the manu- 
facturer’s efforts to cre- 
ate a demand for his 
products. The wholesaler 


The Manufacturers’ Publicity and Advertising 
Furnish the Heavy Artillery 
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The Manufacturers’ Field Representatives Attack 
Points of Greater Sales Resistance 
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The Salesmen of the Wholesalers Go After Orders 
Along the Entire Line 


must properly select his 
customers and not allow 
himself to be lead into 
the highways and by- 
ways. He must carefully 
select his lines and his 
items, always carrying 
quality merchandise. He 
cannot build a successful 
business on inferior 
lines. 

“When it comes to the 
actual selling we can 
compare the relations be- 
tween manufacturer and 
wholesaler to the func- 
tioning of an army in 
the field. The manufac- 
turer’s publicity and ad- 
vertising are the artillery which launches the attack. 
The manufacturer’s representatives are the shock troops, 
the specialists, who attack at those points where sales 
resistance is the strongest. The jobbers’ salesmen are 
at the front along the entire line of attack.” 

“We would select a wholesaler,” Mr. Pond continued, 
“who specializes on the electrical contractor and the 
industrial markets, who gave his business sound man- 
agement, standardized on one line of each commodity 
and had a sound price policy, a wholesaler who also 
would tie in with our merchandising policy and put 
real sales effort behind our line. 

“There is one thought on the industry as a whole 
which I should like to leave with the readers of THE 
Jopper’s SALESMAN”, Mr. Pond said in closing the 
interview. “The plumbing industry has been successful 
in securing a larger share of the consumer’s dollar by 
educating the public to demand brass pipe, additional 
bath rooms and modern plumbing fixtures. The elec- 
trical industry will fail to secure for itself a larger 
share of the consumer’s dollar until it educates the 
public to demand more complete and better wiring in- 
stallations.” 





The 
CLASS “B’” CONTRACTOR 





Annual volume $50,000 to 
$100,000 

2565 contractors 

Do 25% of the business 

Average $60,500.00 annual 
volume 

Employ an average of 8 men 
each 

Do industrial, commercial and 
large residential wiring 











HIS class of contractors has the same problem 

as the larger operators regarding the stocking 

and handling of materials. They are known to 

be depending more and more on the wholesaler for the 

quick delivery of their immediate requirements direct 
to the job. 

The greatest problems of this group arise from the 
very nature of the work they do. Particularly in the 
industrial and commercial wiring, the contractor is 
required to furnish a great deal of design information, 
and to figure out and install an unusual number of 
special devices and systems. All the customers know 
is that they wish a certain electrical action in their 
establishment, and the details are strictly up to the 
contractor. 

This situation constitutes a splendid opportunity for 
the wholesaler and his men to sell these contractors by 
co-operating with them along the line of selecting the 
best material or device possible to put into the job. 
The large amount of industrial work done by this class 
means that they must be specialists in control equip- 
ment and the many complicated items that go with it. 
The contractor is thoroughly efficient as to the methods 
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of installation, but he can use a lot of help from the 
jobber’s salesman in selecting and selling trouble-proof 
apparatus. 

That this is already being done can be proved by a 
trip with a wholesaler’s man who has a number of 
Class “B” construction firms on his list. In almost 
every case there is a problem of some kind on which 
the two are working together, and the success or fail- 
ure of the sale depends on the interest shown in getting 
the story over to the buyer. 


HIS work can be extended by the wholesaler if 

he will train and instruct his men so they will 
learn the specialties they are selling and bear down 
hard in the matter of helping the contractor solve his 
problems. To do this they must know exactly what 
the application is and what results are demanded. 
After that it is a question of contact, demonstration, 
and so forth. 

The Class “B” men also get their share of large 
work and the wholesaler can render additional valuable 
assistance by stocking enough of the special equipment 
to back up the contractor’s promises of service. 


THE JOBBER’S SALESMAN 















Someone recently paraphrased the old 
saying to “There’s gold in them thar 
mills, partner.” 

@ 
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I Have Been Selling 
INDUSTRIALS 


Long before most salesmen were aware of 
the possibilities in the industrial field, Mr. 
Scheffner had contacted it with profit. His 
experience should be of help to all salesmen 


for 28 Years 


By C. E. SCHEFFNER 


Salesman, Boggis-Johnson Electric Co. 
Milwaukee, Wis. 


Milwaukee for 28 years and in 

that space of time it is only nat- 
ural that many important changes have 
taken place in both the buying and 
selling in the factories. I am proud to 
be called an old timer, but have always 
believed that a salesman who got in 
when the game was young should 
guard carefully against being narrow 
and refusing to adapt himself to the 
progress in the industry. So I have 
tried all along to keep my ideas of 
industrial selling young and fresh ; thus 
being able to meet changing require- 
ments with a modern attack. 

In the old days the polished system 
of purchasing did not exist. The man of the hour was 
the chief engineer and he did all the negotiating, trying- 
out and the actual buying as well. The salesman calling 
on the plant had to furnish good service and advice 
much as he does today, the difference being that he had 
only one man to contact. This, of course, did not pre- 
vent him from being friendly with lesser workers in the 
factory, but his main effort was concentrated on the chief 
engineer, who, in most cases was his own electrician. 

Later on, as industry grew and prospered there 
entered the picture the chief electrician. This was the 
beginning of the departmentalization idea which finally 
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resulted in bringing the salesman into 
contact with anywhere from three to 
a dozen men, according to the size of 
the plant. This condition was followed 
by the employment of a purchasing 
agent, who kept more complete records, 
and reached out in a hundred different 
directions for prices, information, sam- 
ples, and so forth, and to whom was 
entrusted the placing of orders. This 
did not eliminate the other fellows, 
but it made all of us speed up our 
sales efforts and extend the scope of 
our study and surveys in the factories. 

So much for the changing set-up we 
have had to face. Regarding the actual 
methods of selling, while I believe we 
all can learn something from the other fellow, I know 
that a man must work out his own plan according to 
the trade he is serving, the same as the house selects its 
men, its stock and its policies in keeping with local con- 
ditions. For instance, I do not operate on a schedule of 
regular calls, although I carefully avoid neglecting to 
see my customers often enough to keep close contact. 

My system is to make the rounds in the regular way 
if I have nothing special to take up, but to hold myself 
in readiness to go wherever there is an inquiry, regard- 
less of when I saw that customer last. As an example, 
I received a call a few days ago from a man whom I 
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had contacted only a day or so 
before. He was seeking a 
tester for flashlight batteries, 
which were used in quantity by 
his employees, who were re- 
quired to visit dark cellars and 
other poorly lighted places. 

This buyer stated that he 
thought he had seen the kind 
of a tester he needed in So- 
and-so’s window. This left me 
a good out, as I could have 
advised him to try that place 
and save myself a trip. How- 
ever, I felt that a personal call 
was necessary and went out to 
see him. It developed that he 
was very much afraid of his 
men being injured, that the 
testing had been quite unsatis- 
factory, and that a better in- 
strument was badly needed. I 
found what he wanted and, 
though the transaction was not 
a large one, it goes down as a 
piece of special service which 
cannot be soon forgotten. 

3y keeping myself subject 
to call in cases like this, I am 
able to render special assist- 
ance more often, and many of 
these blind calls result in large orders. My contention 
is that taking an order for ordinary material at eight 
A. M. and delivering promptly is both necessary and 
commendable, but it is not this branch of the work that 
builds permanent customers for me. I must dig a man 
out of a hole every now and then with help that means 
a load off his mind and money in his pocket—that’s the 
stuff that will make him remember me when he has a 
big deal on. 

In this same matter of building confidence I have 
found that industrial buyers dislike any kind of a mix-up 
or monkey-business in the battle for orders! Just go 
easy and get the sale in the regular way or not at all. 
When I’m driving and a fellow wants to race I just say: 
“Go to it, boy! Burn the road, but look out for the 
ditch.” Likewise, I 
don’t start crying 
when somebody gets 
under my guard with 
a fast one and takes 
an order away which 
has dynamite in it. 
Maybe I did lose an 
order, but I don’t have 
to hold my ears after- 


Industrial buyers ’phone in a substantial per- 
centage of this salesman’s volume. 





wards, waiting for the 
backfire. 

A case which illus- 
trates this happened 
to me some time ago. 
A customer gave me 
an order for a spe- 
cial panel board, and 
through a misunder- 
standing the price 


10 


Actual demonstration with a sample is fine for introducing goods 
and is very effective in straightening out misunderstandings. 


quoted was $11.00 too low. I 
knew that a personal explana- 
tion was necessary, so took a 
sample control out to the plant 
right away and showed the 
buyer just what happened. He 
quickly accepted the higher 
price and confirmed the order. 
Now, $11.00 is not a fortune 
but if I had ever tricked him 
in the past he would have 
thought that the first price 
was a ruse to get the business. 

In calling on industrials it is 
valuable to build up a friendly 
acquaintance with all the fel- 
lows around the plant, even 
those who have nothing to do 
with buying. This does not 
mean to linger around or keep 
them from their work, but to 
give them a pleasant greeting 
and let them know you are 
interested in what they are 
doing. Personally, I have al- 
ways liked these boys; many 
of them surprise an outsider 
by their ambition and intelli- 
gence. 

This is especially true at 
present, when bosses take an 
interest in the boys under them and when many com- 
panies hold schools, or even send them away for courses. 
But even in the old days, friendship with the men in 
apprentice jobs was valuable. I could cite many in- 
stances, but remember particularly that a young man 
who was an assistant foreman in charge of maintenance 
of one of our large mills, is now president and director 
of several of this company’s holdings. Another who 
was office boy for a manufacturer now holds the position 
of general manager of the same company. 

I also remember that the mechanics were often in a 
position to do a salesman a good turn with legitimate 
information. There was an oiler I liked in one of the 
plants on my list, and I never missed a chance to give 
him a cheerful greeting. One time I was leaving the 
place without any 
business because the 
boss happened to be at 
home, and found this 
oiler waiting at the 
gate in a driving rain, 
just to tell me that the 
boss had a big order 
up his sleeve and that 
I should be sure and 
come around the next 
morning, 

In all my contacts 
and activities I have 
tried to establish a 
condition whereby the 
orders will be sent or 
telephoned into the 
office, unless the ma- 

(Turn to Page 82) 
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CASE NGI |] CASE N°2 | CASE N93 
Percent Percent. Percent. Percent. | Percent. Percent 
of of | Ff | of of 
Number Total Total Volume | Number Total Total Volume! Number Total Total Volme 
Less Than +100 550 17.9% 3% | | Lessthan *1.00 108 13.47 4% Less than*1.00 112 12.1% 4% 
# 1.00. 499 853 218 44 +100. 499 298 368 53 | +100. 499 3317 344 5.2 
*#5.00_ 9.99 623 20.3 TA +500. 9.99 143 17.7 65 | +5.00_ 9.99 156 16.9 7.0 
#10.00_ 24.99 523 171 126 | | 000. 24.99 128 15.8 12.9 110.00. 2499 161 17.5 156 
$25.00_ 49.99 277 9.0 155 || #2500. 49.99 65 8.0 15.5 525.00. 49.99 106 5 22.9 
50.00. Over 242 719 601 || +5000. Over 67 83 594 | | +5000. Over _70 16 489 
Total 3068 100% 100%) | Total 809 100% 100% | Total 922. +®@«+100% 100° 
| -s e 











The 
SMALL 
ORDER EVIL 














— 
| AVERAGE OF ALL CASES 
T the spring meeting of the | Percent = —=Pereent | for only 10.8% of total sales vol- 
Missouri Valley Club held | Number Total Volume | ume. 

at Excelsior Springs on | Less than 00253 14% 0.3% In the discussion which followed 

100- 4.99 677 30.6 4.2 ° 
April 14 and 15, J. R. Steele | §00-999 414 18.7 63 these charts it was brought out by 
f i | 1000-2499 416 18.8 13.7 ili lesting- 
of the Glasco Electric Co, St. | SOO | OS a a Mr. Williamson of the Westing 
Louis, presented the accompanying | 50.00-OVER 240 109 s97_| house Electric Supply Co. that the 
charts. These charts represent an | Total 2213 1000% 000%, electrical wholesaler cannot con- 


analysis of all orders (cash sales + ——- 
omitted) billed out by seven mem- 

ber jobbers of the Missouri Valley Club over a typical 
period of at least four weeks. 

Due to the fact that the billing of direct shipments 
is usually crowded into the last week of the month 
and that lamp statements go out the first of the month, 
it was realized that a period of at least four consecu- 
tive weeks must be covered to obtain typical results. 

The reports of the individual cases do not vary 
widely from the average for all seven houses which 
proves quite conclusively that the small order evil is a 
problem common to all electrical wholesalers. 

The average chart shows that 60% of all orders 
billed were for less than $10.00 but that they accounted 


| 
Se | 


tinue to give retail service at whole- 
sale prices and that in his opinion 
all orders for $10.00 or less should be considered as 
retail business. Such retail orders should carry a 
reasonable service charge to compensate the wholesaler 
for his expense in handling them. 

It was the opinion of those present that, while each 
individual wholesaler should determine for himself a 
fixed minimum amount for a wholesale order, it was 
essential that he place a reasonable charge on all orders 
below that minimum in order to avoid the tremendous 
loss he now incurs by handling such a large number 
of small orders—which by no stretch of the imagina- 
tion can be classified as wholesale and which eat into 
the profits of his legitimate business. 











CASE N°4 || caseneS ||. CASE NS6 | 
} | 
Percent. Percent. Percent Percent Percent Percent 

| of of of of of 
Number Total Total Volume Number Total Total Volume Number Total Total Volume 
Less than #1.00 92 6.2% A%) Less than #100 419 10.3 * 2% | Less than #100 275 9 2% 
$1.00. 4.99 413 218 24 | #100. 499 1228 303 3.1 1.00. 499 891 29, 2.3 
#5.00_ 9.99 278 18.7 43 | 500. 999 705 174 48 5.00_ 9.99 541 8 4.0 
| $10.00- 24.99 333 224 11.6 | | 10,00. 2499 725 178 2 10.00.2499 624 21 9.4 
$25.00. 49.99 164 11.0 12.6 | | 2500. 4999 393 97 13.7 25.00.4999 316 10 1.0 
| #50.00_ Over 207 139 69.0 | | 50.00 adOver _589 145 67.0 | 50.00 Over 393 13. TA 
| Total 1487 100% 100% 4059 100% 100 * 100. 100.0% 


| Total 
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We are Specializing on 


RESALE 


LINES 


Says 
S. GOODMAN 


Secretary and Purchasing Agent 
W oodhouse Electric Co., Inc. 


as do many other job- 

bers, selling largely the 
goods that were demanded 
by the trade and that are 
still the backbone of the 
wholesale electrical busi- 
ness. However, experience has shown us that greater 
profit lies in those specialties which are not demanded 
by the public, but on which demand may be created. 
This includes comparatively new items and those which 
are now being used in a small percentage of possible 
outlets such as electric ranges, radios, refrigerators, and 
other household specialties. 

In selling these lines in the city and nearby territory 
we employ specialty men to supplement the work of our 
regular sales force. They also cover the outlying terri- 
tories but the distance involved prevents frequent con- 
tact and the regular men in this case are specially trained 
for this work. 

The reason for using sales promotion men on these 
specialties lies in the fact that they are sold, not bought 
by the public. The jobber simply cannot stock a dealer 
and then sit back to await orders. The dealer must be 


[° the past we operated 


Electric refrigerators form one of the specialties on 
which demand by the public may be created by sales 
promotion men 


Norfolk, Va. 


This wholesaler long ago learned 
the necessity for selling appliances to 
non-electrical outlets 


taught to merchandise his 
job appliances and this has 
to be done by specialists, as 
ordinary supply salesmen 
lack the time and training. 

The necessity of giving 
these major items special 
sales effort is obvious as the extra profit on these lines 
is given to compensate for the additional work necessary 
to create demand. 

The sales promotion man, especially in this part of 
the country, is not immediately able to win the full con- 
fidence and cooperation of the dealer. It takes time to 
win him over to the idea of doing a real job of mer- 
chandising and more time to effect consumer acceptance. 

High pressure methods are not effective and the sales 
promotion man must sell himself and his desire to help 
the dealer. He will of course ask about any prospects 
in the territory and have the dealer go with him to see 
them and close sales. If the dealer has no prospects it 
is an indication, not that there are none, but that the 
dealer must be still further sold on the line so that he 
will go out and uncover prospects. 

Considerable progress has been made when the dealer 


The dealer must be taught to merchandise his job 
appliances and this has to be done by specialists 
on the lines 
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Attractive display facilities aid 
materially in the selling of spe- 
cialty goods. 


has prospects on which he and the sales promotion man 
can work together. In one instance a dealer was doing 
only moderately well. When the salesman called he 
secured the name of a prospect and together they called 
on the man, who happened to be a dairy owner in need 
of electrical refrigeration. A sale was made and two 
other prospects were uncovered. The result was that 
this dealer gained considerable enthusiasm for the line 
and he is now giving it the sales effort to which its 
profit possibilities entitle it. 

We distribute specialties through the furniture dealer, 
radio and music store, as well as the contractor-dealer. 
The latter is a logical outlet for major appliances as 
he is constantly in touch with the owners of new homes 
who are excellent prospects for these lines. However, 
unless he operates a large business with separate depart- 
ments he is working under a handicap as he is forced 
to spend much of his time on construction work. The 
music, radio, and furniture dealers, on the other hand, 
devote their entire time to merchandising and they have 
had long experience in the psychology of sales. The 
sales promotion man finds them eager to cooperate for 
mutual profits. 

The established dealer of electrical goods is of course 
our first consideration 
—but not the last. In 
the larger towns we 
make a special effort 
to line up the estab- 
lished dealers as 
agents, but failing to 
do this we are not at 
all downhearted. In 
the smaller towns we 
are often compelled to 
seek new outlets for 
the reason that there 
are no established 
dealers in the town. 

The alert jobber 
has taken advantage 
of this increase in 
merchandising outlets 
that have, through 
changing conditions, 
been forced to look 
for new lines. For ex- 
ample, there are the 
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The necessity of giving these major items intensive sales 
effort is obvious. 


music stores. 


These have always had beautiful and 
spacious display rooms and a trained sales staff that 
lends themselves admirably to the merchandising of 
radio. As a rule they are old established concerns with 
excellent credit. 

Some of these dealers are already handling other elec- 
trical lines and the day may soon come when they will 
sell any merchandise in our line that will show them a 
worthwhile profit. 

Quite a number of dealers are helping us with the 
sale of major appliances who would not have been con- 
sidered as outlets a few years ago. For instance, there 
is one bicycle shop that is outselling many of the more 
elaborate stores on radio. From the first the proprietor 
realized what central stations learned long ago, that 
about 85% of the sales would be made through solicita- 
tion. Accordingly he devotes much of his time to calling 
on prospects. Being a small dealer with a low overhead 
he was especially enthused over each sale he made and 
encouraged to continue with his work. 

We also have live dealers in gas stations, and one 
country merchant who combines radio and refrigerator 
sales along with his undertaking business. It may 
sound funny, and everybody is invited to join in the 
laughter, but the fact 
remains that the pol- 
icy of getting live 
dealers, regardless of 
size or kind, pays. Of 
course it must be un- 
derstood that the es- 
tablished dealer is 
first considered and 
these other varied 
outlets are taken on 
when, for some rea- 
son, we cannot make 
arrangements with 
the former class 
dealer. 

The wealth of the 
community has little 
to do with the price 
of goods sold by the 
dealer. Some of them 
will sell the more ex- 
pensive units and 

(Turn to page 84) 
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COST 


BAD DEBTS 








Case Study No. 5 


By E. 








ROM aa sales_ standpoint 
ie the wholesaler described 

in this study did an ex- 
cellent job as his 1930 sales were 
only 13% below those for 1929, 
in spite of general business con- 
ditions. Radio accounted for a 
third of the business and showed 
a gross margin of 22.5%. Incan- 
descent lamps stood second, ap- 
pliances third, wiring devices 


fourth and conduit and wire fifth in volume of sales. 
A stock turnover of 614 times is also commendable, 


especially in view of the 
fact that the wholesaler 
is located at a consider- 
able distance from his 
principal sources of sup- 
ply. 7.8% of his stock 
was classified as unsal- 
able or obsolete at the 
last inventory. Special 
overstock lists were given 
salesmen and items that 
could not be moved by 
them to their regular 
trade at a price were 
scrapped. 

Four thousand five 
hundred items are car- 
ried on the perpetual in- 
ventory and comprise 130 
lines. Merchandise is 
purchased regularly from 
125 different manufac- 
turers. Duplicate lines 
are carried on only four 
commodities including 
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Volume of Sales 

Size of Territory 12,000 sq. miles 

Population of Territory......1,000,000 
Character of Business 

Retail Dealers.70% Contractors .10% 


Industrials.10% Central Stations.10% 




















Type of wholesaler covered by study. 


WAREHOUSE 


14.8% 
ADMINISTRATIVE 


28.04% 





SELLING 
INTEREST 


and 


LOSSES 


How operating expenses are divided. 


T. ROWLAND 


Marketing Counsellor 
THE JoBBer’s SALESMAN 


four lines of wiring devices, two 
of safety switches, four of heat- 
ing appliances and two of vacuum 
cleaners. However, the policy is 
to reduce the number of lines 
handled. Six lines were dropped 
last year and only one added. 

Warehouse space totals 20,000 
square feet which is utilized as 
follows: stock, 10,000; counter, 
500; display room, 1,000; office, 


3,500; shipping and receiving, 5,000. 
The sales force consists of 3 city, 2 country and 3 


counter salesmen also one 
radio specialist and one 
lamp specialist. The city 
salesmen personally write 
50% their business as 
against 75% for the coun- 
try salesmen. The men 
furnish their own cars 
and are allowed six cents 
a mile for operating ex- 
penses. Seventy-five to 
100 accounts are consid- 
ered the maximum which 
a city salesman can prop- 
erly handle and 50 to 60 
the limit for a country 
salesman. City salesmen 
see their customers on an 
average of once a week 
and country salesmen 
once a month. 

Sales meetings are held 
every two weeks and 
radio and incandescent 
lamps receive special at- 
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customer are refused if they show less than 12% gross 
ADMINISTRATIVE profit and all warehouse shipments must show a mini- 
; 3.297 mum gross profit of 18%. 
: oe ce bs eee oa 5 5% Key man insurance, amounting to $100,000, is carried 
3. Communications and General Office Expense. 0.8 . by the company on its executives. 
4. Legal and Collection Expense. ............. 0.1 About 90% of the contractor business of this house 
is with the group D contractor who does from $6,000 
WAREHOUSE OPERATION to $20,000 of work annually. Twenty-five per cent of 
5. Heat, Light, Water and Power... ee eo 0.2% sales to contractors are over the counter. 
6. Supplies, Maintenance and Depreciation... .. 0.3 3 4% 
7. Packing, Carting and Drayage............ 0.8 . ih a [ ita j 
8 Store and Warehouse Salaries.............. 2.1 | PERCENTAGE OF | Con- Retail | Ind’st. & 
| ACCOUNTS THAT | ttactors) Dealers) Comm. 
ALE i % : | | weet | oe 
S S | Take Cash Discounts. | 60% | 75% 75% 
9. Advertising, Donations.. .................. 0.9% % De ites 2 . | 15% 5% 
10. Salesmen’s Commissions................... 5.2 6.1 | ; is - 30 days wpas aiageoonals “ie abn o 
Pay in 60 days........ | 15% | 8% | 8% 
% | % o% 
OTHER EXPENSES | Take | over t 60 days..... | 570 | 2% | 2% 
11. Rent and Real Estate Charges............. 1.1 
12., Insurance and Taxes. ..... ' he iad kek oes tes ra accelerate 
13. Miscellaneous Expense.. ................ 0.0 5 4% 
14. Interest on Working Capital& Borrowed Funds 1.6 é 
15. Uncollectible Accounts... ........0.0..000; 2.3 


























Breakdown of 20.4% overhead. 










SHIPPING 
é 


RECEIVING 
STOCK 500 O Sq. FT. 
10,000 Sq.FT. 


tention. The first of each year a general sales meeting 
is held for an entire week and each manufacturer’s 
representative has a place on the program. 





Whenever important new lines or new models of 
radio, refrigerators or lamps are to be presented to their 
dealers an all day dealer meeting is held, dinner is served 
and the manufacturer’s ‘representative is present. 

This wholesaler accepts reverse telephone calls from 
“certain old time customers previously educated that 
way” and charges them to sales expense. However, a 
10% service charge is placed on customer returns, and 
a minimum of 50 cents has been adopted on invoices. 
This wholesaler also charges interest on all accounts 
after 30 days which undoubtedly is largely responsible 
for the excellent condition of his receivables. 








OFFICE 
2,500 SqFT. 





Orders for direct shipment from manufacturer to 


Division of Warehouse Space 















































FINANCIAL STATEMENT | Highest NIN. So oad tsk bower avecsi $80,000 
For Fiscal Year Ending June 30, 1930 | I coda cus sen bbencen een 64,200 
1. Net Sales, after deducting returns and allowances... $700,000 | PN TIN ooo akin ie ceive cnn ceeeni 72,000 
© Co of Mercadie.. «5 ke, $570,000 | Radio Specialist ..........-+e+-eesee eens 87,000 
3. (a) Gross Profit (Item 1 minus Item 2)............ $130,000; enema nnn werent “ —— ne 
(b) Gross Profit Rate [Item 3 (a) + Item 1]........ 18.6% What the saleamen did ia 1930. 
4. (a) ae Cost of doing ro Net Sales ee ari 
(b) Overhead’ in Percent of Net Sales vee 47% A 1% ton Reo and a 1 ton Ford are used for deliv- 
Ke) Operating Ratio [Item 4 (a) + Item 8 (a)}...... 108.0% eries. Each truck averages 1,800 miles a month at an 
5. (a) Net Loss [Item 3 (a) minus Item 4 (a)]......... $11,100 yerating cost. including depreciation. of 6 cents a mile. 
(b) Net Loss Rate [Item 5 (a) + Item 1} .......... 16%) 9 ee ee 
Free delivery service is given only within the city limits. 
6. Merchandise Inventory............+-.0+seseeeees $85,000 In spite of an operating record which would normally 
7. Inventory Turnover, Times per Year.............. 6% have shown a profit, heavy credit losses and interest 
&. ‘Investment Gr Working Capital. ..°....:...-.0.6ce $87,300 charges caused this wholesaler to show a loss equal to 
9 Conta T : : . 1.6% of net sales and 17.1% of working capital for 
mes Fs Le PE FORE, «oes oo 1930. Had credit losses been held below 1% of net 
10. Net Loss on Investment [Item 5 (a) + Item 8]....... 17.1% sales and had interest charges amounted to only 6% of 
— capital invested, the loss of $11,100 would have been 
Financial statement shows 1.6% loss. turned into a profit about $3,600. 
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MEN YOU SHOULD KNOW 


D. L. Fife 


President, Fife Electric Supply Co. 


Detroit 


, | \ HOSE who know D. L. Fife 

best, see nothing spectacular in 

his accomplishment, yet to a 
stranger, there is something exceed- 
ingly spectacular in the success of a 
young man scarcely 30 years of age, 
who entered into a business in 
the face of keen competition, and 
succeded in an unusual way. Upon 
closer acquaintance, however, the 
spectacular nature of his accomplish- 
ment disappears. It is seen as a 
logical, natural and even inevitable 
sequence to years of diligent, patient, 
and steadfast application to firmly 
set principles and ambitions, guided 
by the unswerving determination 
handed down to him by stern Scotch 
ancestry. Romance, too, had a part. 
Dual romance, which often goes un- 
mentioned in the charted success of 
individuals, nevertheless exerted its 
profound and compelling sway in 
his life. 

Others will probably never know 
how much the guiding inspiration of 
the girl whom Fife married in 1918 
while he was still a boy of 18, con- 
tributed to the evolution of a power- 
ful executive from the stock-clerk in 
whom she foresaw potential leader- 
ship. But it is well known that cou- 
pled with this inspiration, was the 
cool, and practical counsel of Harry 
Fife, D. L. Fife’s older brother. His 
influence led to the initial entrance 
upon the electrical business when 
D. L. Fife entered the employment 
of Mutual Electric Machine Co. 
when he came as an inexperienced 
youth to Detroit from a Michigan 
farm in 1915. Harry’s honest judg- 
ment in every day decisions, has been 
the testing block for many important 
business decisions, upon which the 
younger brother wanted advice. 

Probably that legacy of clannish 
loyalty between brothers finds ex- 
pression here on American soil in 
commercial life, in a way far remote 
from the valiant expression it found 
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Business Success at 30 


on the battlefields of 
old Scotland during 
previous centuries. But 
it is none the less real, 
and surely more vitally 
important than all the 
swash-buckling armor 
clashing that tradition- 
ally attended the obli- 
gation. 

A keen sportsman, 
an unusual student of 
human nature, a true 
friend and a success- 
ful business man, 
D. L. Fife fulfills all of the qualifi- 
cations of “a square fellow”, in the 
opinions of those who know him. 
His consistency of thought and ac- 
tion, his ability to coordinate judg- 
ment with physical skill, and his 
mastery of the art of self control 
are as well shown by his golf game 
as by his business experiences. He 
enjoys golf, and you can count on 
him to turn in a score around 86. 
Before golf became his hobby, he 
played the same type of a game in 
baseball. Only one sport for his 
hobby, he has likewise only one ma- 
jor interest in business, and he does 
both equally well. 


T is not usually considered good 

business to accept a drop in salary, 
in order to get a new job which will 
provide greater experience, yet that 
is exactly how Fife took each step 
on the path to leadership in his own 
enterprise. After working three and 
a half years at the Mutual Electric 
Machine Co., he had risen from a 
clerk in the stock room, to stock- 
keeper, so he decided he would either 
have to advance in experience, or 
stand still in a position which of- 
fered little opportunity for further 
advancement. He decided that the 
contracting business was the one 
which he ought to learn next. He 
was employed by A. H. Nimmo Elec- 


Achieving business success before the 
age of 30 is a real accomplishment. Par- 
ticularly at this time when that success 
is attained in an industry where compe- 
tition is as keen as it is in the electrical 
wholesaling business. 


D. L. Fife is one 


of those unusual fellows who reaches the 
heights early in life. 


tric Co. as an electrician’s helper, at 
$24.00 per week which was $5.00 
less per week than his previous sal- 
ary as stock-keeper. 


N the course of two years, he 

worked up to the position of store 
manager for the extensive retail 
store which his employer conducted. 
When he left this position on his 
birthday in 1922, July 15, to become 
order clerk for Crescent Electric 
Supply Co., he left a salary of $45.00 
per week, in order to get the added 
experience which he could secure in 
the new job at a salary of $40.00. 
Eventually, he was elevated to the 
position of purchasing agent for the 
supply house. After considerable 
success with that company, he de- 
cided on May 1, 1928, to open up 
an enterprise of his own, and on 
May 21, opened the Fife Electric 
Supply Co. at its present location. 

Like all sound executives, Mr. Fife 
is vitally interested in the progress 
of the industry itself and lends his 
energy and mental resources to the 
advancement of the electrical whole- 
saler. 








This is Number 132 in 
Our Series of Prominent 


Wholesalers. 
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President, Fife Electric Supply Co., Detroit 
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FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


SELL ELECTRICAL EQUIPMENT to INDUSTRIES 





r| 
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Switches in an Axle Plant _ ‘ "AMS, eos i A Pictures in this section through 
Switches for use with “indi- a ws ‘ vk Te the courtesy of Trumbull Elec- 

iihesl dikes” macianee Gia ~ : as . Ry tric Mfg. Co.; Ilg Electric Ven- 

vidual Grive machinery frepre , , ; “i, AEE. tilating Co., and The Wiremold 

sent a big market. This particu- . & " ; : ‘) Se fs 

lar installation was made in the : 

plant of the Columbia Axle Co., 

Cleveland. 


Switches and Motors in a 
Knife Plant 

ee a Pies This installation was made in 
Swuches m Coal Mines al 7. > aes the plant of the Imperial Knife 
The Pittsburgh & Erie Coal ag J Sve Co., Providence, R. I. The job 
Co., Brownsville, Pa., installed ef P “» was sold by the Wetmore-Savage 
this switch for battery charging. “ oe ‘ ; ; Electric Supply Co., of Provi- 
It made a most successful instal- Be Sete Soe  — ae ae dence and installed by the C. & 

lation. * Se ata “5 K. Electric Co. 
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JEFFERSON 
NUCODE 
TRANSFORMERS 


SS i 


# 


SAVE TIME and MATERIAL 


Se ee es 


A Transformer 
for Every 








WIZARD 
No. 230-101 
25-Watt 
Capacity 





para yy 


z 
7 
# 


TRI-VOLT 
No. 230-121 
Three 
Secondary 
Voltages. 
6, 12, 18 Volts 


Type G 
100 Watts 


Heavy Duty 
Transformers 
50 to 500 Watt 
Capacity. Wide 
Selection of 
Secondary Voltage 


Type E 
250 Watts 





1 : y 





JEFFERSON ; 


N estimating a job, every little saving counts .. . helps 
hold down your quotation ... giving you a better 
chance to get the work. 


When figuring on bell-ringing transformer instal- 
lations you can allow for a saving in both time and 
material if you use Jefferson Nucodes. They permit 
neat and easy installation even by a novice. All that is 
necessary is the splicing of two wires and the tighten- 
ing of two screws. The expense of placing the wires in 
the conduit and the additional labor are eliminated. 


Furnished with round or square cover. The round 
cover type fits both 3 1/4’’ and 4” octagon outlet 
boxes. The square cover type fits both 3 1/4” and 4” 
octagon boxes and 4” square boxes. And the same 
outlet box can be used to attach the Jefferson Nucode 
Bell-Ringing Transformer and to hang a drop cord. 


Nucode is a quality transformer, guaranteed by the 
largest makers of small transformers, yet sells at a low 
price, consistent with quality. It is designed for residences 
and small apartment houses and will operate without 
core loss, electric bells, buzzers, door openers, etc. 


For the larger signalling systems in industrial plants, 
Jefferson Types “A” to “F” and the new 100 watt Type 
“G" are recommended. Order from your wholesaler. 


JEFFERSON ELECTRIC COMPANY 


1519 West 15th St., Chicago, Ill. 


Pioneer Manufacturers of Transformers for Bell-Ringing and Signal 

Systems, Radio, Toys, Oil Burner Ignition and Control Gaseous Tube 

Signs; Switch and Outlet Boxes, Plug Fuse and Knife-blade and 
Ferrule-type Renewable and Non-Renewable Fuses. 


BELL RINGING and 
IGNAL TRANSFORMERS 


(A-1015) 
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THE WEDGE THAT WILL G 


The absolute complete- 
ness of the "Circle T" Line 
puts a mighty wedge in your 
hand for business getting. 


A completeness that en- 
ables you to go to every 
branch of electrical indus- 
try with current control 
equipment to meet every 
possible kind of require- 
ment. 


Make use of this mighty 
wedge by making your cus- 
tomers conscious of the 
many advantages the com- 
pleteness of the "Circle T" 
Line offers them. 


Explain how they can se- 
cure their switch control 
equipment from a single 
source of supply. 


Tell them how the com- 
pleteness of the Trumbull 
Line has brought you in di- 
rect contact with the solu- 
tion of varied switch prob- 
lems, thus enabling you to 
render valuable advisory 
service in selection of the 
proper switch for each par- 
ticular requirement. Tell 
them how this advisory serv- 
ice will save money and in- 
crease the quality of their 
work by securing the right 
switch for each purpose. 


Realize what the value of 
this wedge of completeness 
means to you and use it at 
every opportunity. 











Type “C” Enclosed Switch, 
Quick Make—Quick Break. 


25 H.P. Magnetic Motor 

Starting Switch with 

time limit overload pro- 
tection, 


—2 
ly Op 
r St 
with 
protec 


Type “M-15-25” Mag- 

netic Motor Starting 

Switch and Fusible s 

“RM.” Motor Cir- le The safe 


cuit Switch combined dead front inter- 
in one box. changeable Unit 


Panelboard, 


P Dot 
and 
ing Swi 
it opera 


“M7%” Motor Starting Switch 
with Overload Protection, 


18 000 — 19,000 
Line Meter Serv- 
ice Switch, 


PRINT IN BINDDD 
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YOU IN AND KEEP YOU IN 


TRUMBULL ELEC ERIC MFG. 


PLAINVILLE CONNECTICUT 
. 


1 BINDING 
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SELL ELECTRICAL EQUIPMENT to INDUSTRIES 





= 
Ventilation in Factory Offices 
Factory offices offer big opportunities for the use 


of ventilating equipment, This installation was madc 
in the offices of Standard Brands, Inc., Pittsburgh. 


Switches in an Industrial Plant 
This installation of switches was sold by the Union 
Electric Supply Co., Providence, R. I., and installed 
by the Kinneconn Electric Construction Co. 


Lighting “Our Own” Plants 
That the electrical manufacturers appreciate the value 
of proper lighting is well illustrated by this night 
view of The Wiremold Co. plant. 





OM A we me 
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With a 54 foot span, and 
a capacity of 275 tons, this 
ladle crane, designed and 
built by the Alliance Ma- 
chine Co., is the world’s 
largest. The auxiliary crane 
has a 40-ton capacity; with 
a 15-ton auxiliary hoist. 


N THE DESIGN and construction of this great 

ladle crane reliability of electrical installation was 
the first consideration. STEELTUBES contributes to 
that reliability. This threadless thin wall conduit pro- 
tects the wiring both in the crane and in the control 
mechanism. 


Many manufacturers are turning to STEELTUBES 
both for the wiring of their product and of their plants, 
because of its lightness . . . its easy handling . . . its 
outstanding ability to make electrical dollars go further. 


Remind your customers and prospects that STEEL- 
TUBES can now be used for OPEN and CON- 
CEALED work . . . in sizes including 2”; and for 


voltages up to 300. 


Electrical Division 


STEEL AND TUBES, INC. 
CLEVELAND, OHIO 
{A Unit of Republic Steel Corp.} 


STEELTUBEsS Electrical Metallic Tubing is 
threadless, strong, light and easy to handle. Costs 
less to buy. Saves time and money on the job. 


Steeltubes 
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The World's Largest Ladle Crane 


, . « » another Steeltubes Job 
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In the control panel and cage of this great 
crane, all wiring is run in Steeltubes. 


STEELTUBES (E. M. T.) has 
the same inside diameter as heavy 
conduit. Made in four sizes (\/y”, 
44”, 1” and 2”). One coupling 
furnished with each ten-foot 
length. Steeltubes is now approved 
by the revision made by the Elec- 
trical Committee in the National 
Electrical Code, for both OPEN 
and CONCEALED wiring (except 
cinder fill) in sizes including nom- 
inal 2-inch trade sizes, and in 
voltages up to and including 300 
volts. 
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Ventilation in a Service Station 
Garages and service stations represent consumer 
This particular installa- 


outlets for ventilating fans. 
tion was made in the Miller Motor Co., Pittsburgh. 


Surface Metal Raceway Installation 
of surface metal raceway and 


This 


installation 
lighting equipment was made in factory building of 
the Gray Pay Telephone Station Co., Hartford, Conn 


Bus Distribution in a Shock Absorber Plant 
This installation of bus distribution for power was 
made in the plant of the Houde Eng. Corp., Buffalo. 




















Missouri River Club 


HEARS 
PLAN 


ITINERARY 
FOR MAY 
Pittsburgh -.................. May 1 
eee May 5 
I AEE ar May 7 
pete ss May 8 
New York City.......... May 12 
Philadelphia -............. May 14 
Washington _............. May 14 
ME oosicc Seiaccionad May 15 





WHOLESALER 
AVERAGE TERRITORY 


CONCENTRATES Hit) SALTS BFF 
ON 


SELECTED 


- MARKETS COMMODITIES OR ALLO. 


“FIVE FACTORS WHICH DETER é 


EXTENT OF SPECIAL 
{SIZE AND CHARACT 
2 FINANCIAL RESUS 
3% CHAK ALTER OF EY 
4 LNES- HANDS 
5 FRPES fh 


Since talking at Excelsior Springs, Mo., Mr. Rowland has told 
the story before big crowds at Chicago, Detroit and Cleveland. 


Missouri Valley Club, which was held at The 

Elms Hotel, Excelsior Springs, Mo., was given 
over to E. T. Rowland’s chart presentation of “THE 
JoBBER’s SALESMAN’S Plan for Market Determination 
and Market Development.” 

There was an attendance of over 50 including elec- 
trical wholesalers, electrical manufacturers and _ their 
representatives and executives of trade associations, 
from St. Louis, Kansas City, St. Joseph, Omaha, 
Dubuque and other cities of Missouri, Iowa, Nebraska 
and Kansas. 

The presentation of the plan was closely followed 
by all present. Intense interest was evident throughout 
the talk and many questions were asked after the com- 
pletion of the chart story. 

Endorsements of the “Plan” were signed by the large 
majority of the wholesalers and manufacturers repre- 
sented at the meeting. 
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, ‘\ HE opening session of the spring meeting of the 





After the session many wholesalers and manufac- 
turers voluntarily came up to individual members of 
THE JOBBER’Ss SALESMAN’S staff to express their favor- 
able reaction to the plan. Such expressions as “fine” 
and “very wonderful” were frequent. Every speaker 
on the two-day program referred to some feature of 
the “Plan” in his address. The “Plan” and the charts 
were also constantly mentioned whenever the meetings 
were thrown open to discussions from the floor. In 
Pullman smokers on the way back home the “Plan” 
was the chief subject of conversation. 

Many manufacturers and wholesalers were observed 
making notes during the talk. By request, the charts 
were left standing during the balance of the sessions so 
that members and guests of the club could have an op- 
portunity to study them further. 

Thirty-two individual requests were received for the 
Plan Book containing an outline of the “Plan” and 
reproductions of the more important charts. 


25 








She 


ber's Salesman 


W. J. McLAUGHLIN, £ditor 





We 
Believe That— 


1 Market determination is absolutely essen- 
tial and is the joint responsibility of the 
manufacturer and the wholesaler. 


? Intensive selling must take the place of 
order taking. 


3 The manufacturer must recognize his 
wholesalers as partners, not as customers. 


4 Wholesalers must adopt a simple, but uni- 
form cost accounting system. 


5 The public utilities should merchandise 
under conditions which are not unfair to 
wholesalers and independent dealers. 


6 The formation of local and geographical 
groups of wholesalers is to the best inter- 
est of the industry. 


7 The electrical wholesaling industry has a 
splendid future ahead of it, provided its 
potential possibilities are fully realized. 











The Plan Steps 
Into High Gear 


INCE the launching of “THE JoBBER’s 

SALESMAN’S “Plan” for Market Determi- 

nation and Market Development” the 
gears have been rapidly shifted until 
it has reached high gear. Mr. Rowland’s 
chart-talk, delivered initially at Excelsior 
Springs, Mo., during the meeting of the 
Missouri River Club, met with most remark- 
able reception. 

A few days later he spoke before the 
largest gathering of electrical wholesalers 
and manufacturers ever grouped together 
outside of a national convention. Again, the 
wholesalers and manufacturers alike en- 


dorsed the “Plan” wholeheartedly and are 
already arranging to apply its principles to 
their own business. 

As we go to press, indications point to ex- 
tremely large attendance at all meetings 
scheduled on the eastern trip which takes 
Mr. Rowland through: Detroit; Cleveland; 
Pittsburgh; Syracuse; Boston; Hartford; 
New York; Philadelphia; Washington, and 
Baltimore. 

Every wholesaler in the cities mentioned 
and in those cities adjacent to them, should 
not only attend himself, but also should 
have as many of his sales staff present as 
possible, in order that all may secure a com- 
plete picture of the “Plan.” 


Attend the 


Convention 


HE twenty-third annual Hot Springs 
convention of the National Electrical 
Wholesalers Association will be held 
May 25 to 29. There is a tendency during 
times of depression for wholesalers to excuse 
themselves from these meetings when, as a 
matter of fact, their presence is infinitely 
more important than if business were good. 
This year, at Hot Springs, there is sched- 
uled a most interesting and constructive pro- 
gram. Among the talks are two of extreme 
importance to all wholesalers. The first, 
“Budgetary Control for the Electrical 
Wholesaler” by Arthur Lazarus of the Met- 
ropolitan Life Insurance Co., is a subject 
uttermost in the minds of wholesalers today. 
The Metropolitan Life Insurance Co. has 
made an intensive study of this subject and 
is well qualified to offer suggestions of value. 
The second, an address by J. F. Owens, 
first vice-president of the National Electric 
Light Association and vice-president and 
gveneral manager of the Oklahoma Gas and 
Electric Co., is most timely. Mr. Owens has 
shown great interest and sympathy in the 
effort being made to solve the problems inci- 
dent to merchandising and will speak on the 
relations between the utilities, wholesalers 
and other branches of the industrv. His mes- 
sage will be of deep significance to those at- 
tending the meeting. 
The support of one’s association is a moral 
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obligation to the industry. And such sup- 
port can only be evidenced by attendance at 
its meetings. We urge every wholesaler 
who can possibly do so, to arrange to be 
present at the Hot Springs meeting. 


A Need for . 
Wiring Information 


SOUND suggestion is made in the cur- 
rent issue of Electrical Contracting 
which it is well to call to the attention 

of wholesalers. The editor contends, and 
properly, that there is too little knowledge 
of the wiring situation. “Are we installing 
our materials in the best way? Is wiring too 
expensive? What constitutes adequacy in 
wiring?” Those are some of the questions 
asked, the answers to which are not avail- 
able. 

It is, therefore, proposed that “through the 
efforts of the national associations represent- 
ing all branches of the industry, a research 
department be set up to function for the in- 
dustry as an unbiased, fact-finding body on 
all phases of wiring—products, methods, 
commercial and economic.” 

Wholesalers attending the national con- 
vention would do well to consider this sug- 
gestion and possibly arrange to do their part 
in the promotion of such research work. 





Progress on the 
Merchandising Situation 


HOSE concerned in the merchandising 

of electrical appliances in the Chicago 

area were considerably pleased over the 
address given by D. F. Kelly of the National 
l)ry Goods Association and head of “The 
Fair”, Chicago. Mr. Kelly, who is chairman 
of the joint committee of utilities and mer- 
chants, to investigate the situation stated 
that the report of his committee will prob- 
ably be finished in time to be presented at 
the N.E.L.A. convention at Atlantic City 
in June. He expressed confidence that all 


parties concerned would be able to get to- 
gether on the subject. 

In Mr. Kelly’s opinion the survey will 
bring out these facts: there is sufficient busi- 
ness for all if all are enabled to go after it in 
legitimate manner; utilities cannot charge 
merchandising losses to operation; merchan- 
dising is just as much a profession as engi- 
neering and the operation of utilities: each 
utility should cease merchandising activities 
as soon as the need for same is proved to no 
longer exist in each community. 

The significant point in the meeting was 
the fact that Samuel Insull, Jr., who presided 
as toastmaster, closed the meeting by say- 
ing, “This has been a pertinent presentation. 
It contains nothing to which we cannot 
agree.” 

It is extremely gratifying to find such a 
receptive attitude on the part of the utilities. 
The wholesalers are not in favor of legisla- 
tive activities directed to utility merchandis- 
ing. They feel that the situation can be 
handled as an industry problem. Out of the 
various methods of cooperative selling which 
have been tried, there have been found sev- 
eral of a practical, workable type. Such 
forms of selling can be adopted and when 
they are the present problem will have been 
solved in a manner satisfactory to all. 


Enter the 


Sales Contest 


ALES managers of wholesale houses 
will receive within the next few weeks, 
entry blanks for the “Seventh .\nnual 

Summer Sales Contest of THE JosBeEr’s 
SALESMAN.” You are strongly urged to 
enter every man on your sales stati in this 
contest. Never before has there been such 
a need for intensive selling. Never before 
has this contest been more important. It is 
the stimulant your salesmen need to increase 
their earnings during a period when business 
is below normal. 

Your manufacturers will do their part in 
entering the contest as they have done in the 
past. The success of it rests, however, with 
vou. Be sure to enter your men. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by Wholesalers, on Market and 


Price Conditions for 22 Key Products. Numerals Indicate Number of Wholesalers Reporting in the 


Respective Territories. 











COMMODITY 


EASTERN 


STATES* 


CENTRAL STATES* 


WESTERN STATES* 








MARKET 
Mar. 15 to 
April 15 


PRICES 
General 
Trend 


MARKET 
Mar. 15 to 
April 15 


PRICES 
General 
Trend 


MARKET 
Mar. 15 to 
April 15 


PRICES 
General 
Trend 





























Transformers, insulators, distribution 
equipment 





Poles and pole-line hardware 





Switchboards and accessories 
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Motors and control apparatus 





Safety switches 
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Commercial lighting units 
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Street lighting equipment 
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Heating appliances 

















Flashlights and batteries 





Telephone equipment................ 





Storage batteries 
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ALL 22 LINES COMBINED 


EASTERN STATES 


CENTRAL STATES 


WESTERN STATES 





Good 


Fair 


Poor 


Good 


Fair 


Poor 


Good 


Fair 


Poor 





Mar. 15, 1931.—April 15, 1981.. ....... 


10% 


40% 


50% 


10% 


46% 


44% 


8% 


48% 


44% 





Same Period Previous Month.:........ 


9% 


39% 


52% 


8% 


44% 


48% 


6% 


48% 


46% 





Same Period Year Ago................ 








12% 


45% 


43% 


13% 

















45% 


42% 








15% 








58% 


27% 








*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; Western 
States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Oklahoma and Texas. 


Central States include all between. 
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The LaSalle 
Moderne 














_" endorses whole heartedly The Jobber’s 

Salesman plan for intensive selling in the elec- 
trical field. Intensive selling is now a necessity. It 
is the only method that will bring to the electrical 


industry a correct proportion of the consumer 


dollar. 


We must all do our part. Inland has given dis- 
tributors a line of commercial luminares, tasteful 
in decorations, beautiful in shapes and correct in 


illuminating functions. 


This line lends itself to quick and profitable 
returns from intensive selling. The “La Salle 
Moderne’”’ displayed on this page sells so easily that 
any special attention you give to its sale in your ter- 
ritory will quickly prove the value and wisdom of 
the general plan for intensive selling. It is itself 


an endorsement! 


INLAND GLASS WORKS, Inc. 
CHICAGO, ILL. 














) 
HUTA 











l 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Here is an 



































Inlan 















30 


THE JoBBER’SMA)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


NEws 


from the Wholesale Field 





Braid Electric Holds 
Dealer Meeting 


One hundred Norge Dealers at- 
tended the first Braid Electric re- 
frigerator dealer meeting in Nash- 
ville March 5, at the Andrew Jackson 
Hotel. 

The program included talks by M. 
G. O’Harra, sales manager; O. A. 
Brandel, chief engineer, and T. P. 
Hallock, district manager, Norge 
Corporation. 

A similar meeting was sched- 
uled for Braid Norge dealers of east 
Tennessee which was held at the 
Andrew Jackson Hotel in Knoxville 
on Monday, March 16. 


* * * 


Meyberg Company Takes on 
Additional Line 

Leo J. Meyberg Company, Inc., 
San Francisco, distributors of R. C. 
A. and Radiola in California and 
Nevada, has taken over the distribu- 
tion activities of California Victor 
Distributing Co. The Meyberg Co. 
will be exclusive distributors in Cali- 
fornia and Nevada for R. C. A 


ts 


in JOBBER’S SALESMAN maintains men in the field, it sends out 

monthly “what’s the news sheets” to every wholesaler and it gladly re- 

ceives voluntary news contributions and snapshots from wholesalers and 

their salesmen. All this enables it to reflect from month to month the per- 

sonal element in the industry. Your co-operation is solicited in making this 
human side of the magazine more interesting. 


Radiolas and the Victor radios and 
records. The two lines will be mer- 
chandised separately and under the 
same merchandising policy as pre- 
viously handled. 


* *K * 


Gilham Active on Specialties 

The Gilham Electric Co., Atlanta, 
Ga., is going in for specialization 
and has made substantial increases. 
The company is also taking special 
steps to acquairt all its trade with 
the details of the specialty lines 
pushed by the salesmen. A _ radio 
dealers meeting was held in January 
in which the Westinghouse “Colum- 
aire” set was introduced. This com- 
pany has taken on the sale of West- 
inghouse electric refrigerators, effec- 
tive February 1, in the state of 
Georgia. 

* 2-2 


Nassor-Michaels Branch 
to Move 
The Hackensack, N. J., branch 
store of the Nassor-Michaels Elec- 
trical Supply Co., Inc., New York, 





will be located, on May 1, in larger 
quarters at 7 Bridge St. In the new 
quarters, owing to the increase of 
space, a much larger stock can now 


be carried. 
* * x 


Missouri Valley Issues 
Buyers’ Guide 
The March and April “Wholesale 
3uvers’ Guide” has just been re- 
leased by the Missouri Valley Elec- 
tric Co., Kansas City, Mo. A fea- 
ture of this “Guide” is the “Bargain 
Counter” back cover on which spe- 


cial items are listed. 
* Ok Ox 


Majestic Dealers Attend 
Service School 

Stern and Co., Inc., Hartford, 
Conn., held a refrigeration service 
school for its Majestic refrigeration 
dealers in the state of Connecticut 
on March 25. Over 100 dealers at- 
tended and many new dealers made 
application for the franchise. The 
school was opened by Francis E. 
Stern, president of the company, with 
a talk on refrigeration. 
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National Electrical Wholesalers Association 


Twenty-Third Annual Spring Convention 
May 25 to May 29, 1931 


+ + 


Hot Springs, Va. 
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N. OTHER ELECTRICAL CONDUIT can give better assurance of proven performance than 
Youngstown-Buckeye. No other conduit can give greater ease of installation than Youngstown- 
Buckeye. Such a combination places Youngstown-Buckeye’s value far beyond its cost—and yet 
it actually costs no more than other rigid steel conduits. , These features make Youngstown- 
Buckeye Conduit easy to sell and for that reason scores of leading jobbers have found that it 


pays to push this line. Sales come easier and a steady repeat volume is readily built up. 


District Sales Offices: THE YOUNGSTO 

BOSTON ::---:- Chamber of 3 SHEET AND TUBE CO. 
Commerce Building ’ 

BUFFALO : Liberty Bank Bldg. 

CHICAGO : - Conway Building 

CINCINNATI -- - Union Trust 
Building 

CLEVELAND : Terminal Tower 
Building 

DALLAS » - - Magnolia Building 

DENVER: Continental Oil Bldg. 

DETROIT : - - - Fisher Building 

KANSAS CITY, MO. -- Com- 
merce Building 

LOS ANGELES - 3000 Santa Fe 
Avenue 

MEMPHIS : --« 42 Keel Avenue 

MINNEAPOLIS - Andrus Bldg. 

NEW ORLEANS : -: Hibernia 
Building 

NEW YORK -30 Church Street 
Hudson Terminal Building 

PHILADELPHIA -- - Franklin 
Trust Building 

PITTSBURGH : - - Oliver Bldg. 

SAN FRANCISCO: - - 55 New 
Montgomery Street 

SEATTLE : - - Central Building 

ST. LOUIS «+ Louderman Bldg. 

YOUNGSTOWN : Stambaugh 
Building 

LONDON 

REPRESENTATIVE: 

The Youngstown Steel Products 

Company, Dashwood House, Old 

Broad Street, London, E.C. Eng. 





One of the oldest manufacturers of 
copper-steel, under the well-known and 
established trade name “‘Copperoid”’ 


General Offices -YOUNGSTOWN, O. 
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GO AFTER VACATIO 
NOW 


ILLIONS will soon be going on their 

vacations. Wherever they go, whatever 

they do, they will need EVEREADY PORT- 
ABLE LIGHT. 


The opening of this great annual vacation mar- 
ket is only a short time off. 


As in previous years Eveready will be the big 
favorite wherever displayed. 


Two big new Eveready numbers assure a new 
peak of popularity during the 1931 summer 
vacation season—the new Eveready W ALLITE 
and the new Eveready ELECTRIC CANDLE. 
The market for these two new Eveready num- 
bers is gigantic. 


Prime yourself now on the great money making 
opportunities Eveready products offer your deal- eed elt cain 1 
ers in the great 1931 vacation market. pone ae I oe 


and outbuildings as 
: ° the house. Bright en 
Get thoroughly acquainted with the new by. No wires, no {us 


ment. Powered by t 


Eveready WALLITE-ELECTRIC CANDLE Flashlight Batteries 


months and months. ! 


and the complete line of EVEREADY FLASH- pallor serew i i 7 


Richly finished in 1 ry 4. 
LIGHTS and then drive home this great selling — 
story to every logical retailer in the territory you 
cover. The New Eveready 


Electric Candle. 
Automatic switch. 


No. 2671 


Pen-Light 


Remember the start of your dealer’s vacation 
selling season is only three or four weeks away. Li Ag Pa 
and out it goes. A 


Your vacation selling season begins NOW. opeiahd Tiah« 
for a summer cot- 
tage. List price— 


NATIONAL CARBON COMPANY, Inc. ta 


General Offices: New York, N. Y. 
FLASHLIGHT Branches: Chicago Kansas City New York San Francisco 


BATTERIES Unit of and Carbon 
Union Carbide UCC Corporation 














i" 


; 
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A SELLING PLAN 


WHERE TO LOOK THAT WORKS 
FOR BUSINESS 



























































i The following types of dealers are ready pros- 
pects to retail Eveready “Portable Light 
Products” 
Electrical Dealers Garages 
Hardware Stores Filling Stations 
Department Stores Wayside Stands 
j Drug Stores Summer Hotels 
Sporting Goods Jewelry Stores 
Stores Variety Stores 
General Stores Radio Stores 


SALES HELPS FOR YOUR 
CUSTOMERS 


As usual, Na- 
tional Carbon 
Company has 
prepared varied 
assortments of 
dealer helps to 
tie-in directly 
with Vacation 
Season. Some of 
these come 
packed with the 
product. For in- 
stance, 3 repre- 
sentative cards of 
a series of 24 are 
et illustrated below. 
\ large human 
interest poster in 
ull colors will be mailed to all Eveready Flash- 
ight dealers. 


a . ~" EVEREADY 
, + eee Batteries 
EVvep ation AY Cost only jp be 
 FAby regthour - ‘ - 10* xe ery OP 
“ation AShilign, 4 nee 
Ady Barre - * Mistage/ ~but youd give ten dollars for them when w 
rs RIES 1 that emergency Catches you with a dead ff\ ® >. 
7 OF nach flashlight \ wo 
ag | 4 
a L 
Rae 





The new Eveready Raytheon Dealer Sales Plan shows 
your dealers how to CREATE business. It is the most 
practical, workable plan of its kind ever devised. 


It tells your dealer exactly how to 
interest and sell radio owners a 
complete new set of tubes, by 
Home Demonstration. 





Every step is carefully explained 
in detail. 


Its application will mean hundreds 
of dollars in immediate business 
to every dealer you show it to and 
induce to put it in operation—and 
to you, thousands of dollars in ad- 
ditional business NOW. 


This great sales plan coupled with 
the new Eveready Raytheon 4-Pil- 
lar Radio Tube, the most success- 
ful radio tube ever designed means 
instant success to you. 











Get busy. 
































4-Pillar Radio Tubes 
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RoseErt STuART DRUMMOND will 
replace A. B. Newton on the south 
side for the Westinghouse Electric 
Supply Co., Chicago. Mr. Newton, 
a war veteran is going to a govern- 
ment hospital for a while. R. Rairigh 
is now traveling the Fox River Val- 
ley, replacing C. J. Grandy who is 
now with the Erie Malleable. 


J. R. Forrester is traveling the 
northern Florida territory for the 
Raybro Electric Supply, Inc., Tam- 
pa, Fla. 

A New counterman, Ray Watrous, 
has been added by the Westinghouse 
Electric Supply Co., Binghamton, 
N. Y. 


W. C. Lamsertson, formerly in- 
side man, has been promoted to the 
outside salesman, covering part of 
Newark and the southern New 
Jersey territory for the Graybar Elec- 
tric Co., Newark, N. J. 


Tue Nortu Coast ELectric Co., 
Tacoma, Wash., has added R. H. 
MacCauley to its sales staff. 

“BILL” Grapy is now selling for 
the Premier Brass and Electric Sup- 
ply Co., Jamaica, N. Y. 


THE BELMONT Corp., Minneapolis, 
announces the promotion of John 
Eidem and Jerry Hutchinson to city 
salesmen. 

THe Battimore Gas Licut Co., 
Baltimore, has employed a new sales- 
man, S. W. Hartness who will call 
on contractors. Formerly he was 
with the National Electric Products 
Co. J. W. Crawford and L. D. 
Sergeant are two other new sales- 
men with this firm. Mr. Crawford 
sells the general line while Mr. Ser- 
geant specializes on commercial ac- 
counts. 


VINCENT KANE has been added to 
the sales force of the Garfield and 
Elliott Electrical Supply Co., Inc., 
New York. Mr. Kane covers Win- 


chester county specializing on the 
contractor trade. He was with 
Stanley & Patterson of the same city 
until that company’s recent reor- 
ganization. paces 

Worp comes from the Raybro 
Electric Supplies, Inc., Tampa, Fla., 
that M. L. Montgomery, salesman, 
is very active in Red Cross work. 


H. P. LircuFie_p, manager of the 
Graybar Electric Co., Newark, N. J., 
was elected vice-president of the 
Essex League. 


JouNn FONTAINE has been trans- 
ferred from the Dallas, Tex., office 
of the Graybar Electric Co., to as- 
sist in the sales department at Fort 
Worth, where he will specialize on 
power apparatus and call on the con- 
tracting trade. 


J. \W. HELM, president of the Ster- 
ling Electric Co., Minneapolis, has 
been elected president of the Min- 
neapolis Builders Exchange. 

J. G. Harvey has been appointed 
appliance sales manager at the Gen- 
eral Electric Supply Co., Chicago. 


THE GENERAL Electric Supply 
Corp. at Joplin, Mo., announces the 
appointment of Lee Fitch, as service 
manager, to take the place of Buford 
Greer, who was transferred to the 
Kansas City office. 


H. L. BaGccess, formerly with the 
Telechron Co., is now in the Hous- 
ton division of the General Electric 
Supply Corp., as division manager of 
appliance sales. 


Monumental Invites Manu- 
facturers to Meetings 

The Monumental Electric Supply 
Co., Baltimore, has arranged for a 
different manufacturer, to hold meet- 
ings for the next three months. The 
Standard Electric Stove Co. will of- 
ficiate in March; the National Lamp 
Works in April and the Appleton 
Electric Co. in May. 








The Northland Electric Supply Co., 
method of making up orders for heavy wire and cable. 
suspended in bins along the basement wall. 
“Tommy” Thompson, with suggestions from the boys. 
Heavier cable is wound off on a reel which replaces the 


made into a coil. 


cylinder. 


Minneapolis, has an unusually efficient 
As shown, the reels are 
The machine was designed by 
Here, the wire is being 
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NEW BOXES and HANGERS Othe, 
THAT CUT rsd 


INSTALLATION COSTS 


Switch Boxes 
for Rigid Conduit 
Non-Metallic 
Cable 





Stow an electrical contractor a new product— particularly 
one for which he has constant use—and he'll tell you in a Armored Cable 
hurry whether it can save him time and money on the job. 


















Outlet Boxes 
If he decides that it can—that's what he is going to use, for min- Round, Square, 
utes saved on each installation mean a substantial increase in Octagon 
The above illustration shows how profits for the year. Cable Boxes 
lugs formed from the bottom of the e 5 
box surround the bar in the new A-S-E Here are new A-S-E Boxes and Hangers that have proved their 
“REDDY-SETS”. Actual tests show ses : ; ; Jay-Kay Boxes 
these lugs to be stronger than the ability to save contractors money. Notice their many time- sa a 
bar itself. The wedge-shaped nut for P : Gf : ps 
“setting” the box is also shown. saving features—then write for special literature. outside 
A-S-E “Reddy-Sets”’ Cutout Boxes 
and Cabinets 


ah “REDDY-SETS” have a new, exclusive 
“Quick-Set” feature which does away with the 
unhandy lock-nut on the stud. All the wireman Pull Boxes 
does to “set”’ the box in the desired position on 


the bar is to draw up the wedge-shaped nut Wiring Troughs 
shown in the illustration at left. A few turns of 

the screw on the inside of the box does the trick. All types and 
All that's needed is a screw-driver. This screw is sizes 





staked slightly to prevent its falling out during 
installation — but it can easily be removed if 



































desired without damaging the threads. The stud Concrete Boxes 
is not a part of the bar, but is drawn from the 
bottom of the box. Handy Boxes and 
Covers 
Ceiling Boxes and 
aaa , Plates 
| - a it ; i, \ yw Lf Outlet Box Covers 
Cable Boxes wo ss ee ie —— Rings 
uD t Hangers 
A-S-E Cable Boxes ery ae 
are 11" deep, and A-S-E Ja Reddy-Sets 
are supplied with 64 
| “LUG” Knockouts P< Or ==) FITTINGS 
Hl i (for cable) in each [Os > A — and 
oo f : ’ ings 
of two sides. There 
soiie 0 deenen Here's another new time and money-saver for Box Connectors 
the electrical contractor. These new A-S-E Out- Fixture Studs 


boxes—-having four 


: let Boxes with two Jay-Kay Clamps outside 
diferent types of 


Entrance Fittings 
eliminate entirely the time and cost of installing 








cable clamps—and connectors. They provide more room inside for omens 

with various knock- wiring and splicing. Knockouts are easy to re- Caiide Petmaes 
out arrangements move with a pair of pliers. Clamps are securely 

to meet standard riveted to box, insuring positive bond. One Entrance Switches 

OF installation re- screw securely locks either one or two cables. Circuit Boxes 

i | quirements. Peepholes in clamp hood permit easy location sick ee 
al 1) of ABC bushing. Supplied in both 314” and mis =o te 
No. 30-LX 4” octagon types, with or without fixture stud. hh tert 

Types 


—with or without 
provision for 
Branch-Circuit 
Switches 





ALL-STEEL-EQUIP CO. 


(Incorporated) 


334 John Street, Aurora, Illinois 
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C-H Warning Light 

Small, compact, easily wired—the 
C-H Warning Light (Bulletin 7905) 
is made of tough, moulded C-H 
Thermoplax. Heavy brass spring clip 
holds the 2 c.p. 125 volt intermedi- 
ate base lamp securely, insures per- 
fect contact regardless of vibration. 
Mounting bracket of heavy, one- 
piece steel, cadmium plated. Con- 
tacts are one-piece, integral with 
terminals. Sales features like these 
are found in every Cutler-Hammer 
Wiring Device. 


C-H “Current Breaker” 


Double-break contacts—non-cur- 
rent-carrying contact hinges—insu- 
lated operating handle—blankets to 
smother arc—no live parts exposed 
when cover is open—are a few rea- 
sons why the C-H “Current Breaker’ 
is admittedly the superior Safety 
Switch. It sets the standard for qual- 
ity in the C-H Line it heads. 





C-H “X” Across-the-Line Starters 


The comprehensive line of Cutler- 
Hammer Bul. 9586 “Across-the- 
Line’”’ Starters is the standardized re- 
sult of experience covering every 
Motor Control problem met by In- 
dustry . . . a line built to the C-H 
Standard of millions of operations. 
All C-H 9586 Starters incorporate 
such features as the C-H Thermal 
Overload Relay which protects mo- 
tors more accurately ... which per- 
mits use of power up to the motor’s 
limit but never beyond safety. 











oe 
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he sales road is steep — 
hetter take a double-header 


ARKET determination, market analysis, 

market development, as advocated by The 
Jobber’s Salesman, are vitally necessary in these 
highly competitive days. We know — for the entire 
Cutler-Hammer selling plan is founded on these 
principles. 

By all means adopt the new selling methods— 
but do not overlook other means of increasing 
your business. Add “steam” to your “steam.” 
Take a “double-header” up the steep sales road. 

Ally yourself with the Cutler-Hammer Line 
under which is a white-hot fire of energy and 
sales aggressiveness, a fire which is stoked with 
brilliant electrical-engineering ability. It speaks 
volumes that in 1930, when building fell off 
tremendously, Cutler-Hammer Wiring Device busi- 
ness equalled that of 1929. Such a line is worth 
tying to; it should give you confidence to meet 
whatever future conditions may prevail. 

Steadily, surely, the C-H Line of Safety Switches 
is forging ahead to take its place beside the Wir- 
ing Devices. Today it entirely meets the exacting 
Cutler-Hammer Standards in design, construction, 
performance and appearance. It is better-pack- 


aged, better-labeled, and constantly, advertised. 
The Cutler-Hammer Line of Motor Control has 
won enviable acceptance in all markets and is 
preferred by the majority of customers. It is the 
only line of Motor Control advertised in The 
Saturday Evening Post. The perfected C-H Motor 
Control Line is the total result of nearly 40 
years’ experience in every phase of Motor Control. 

If you are comparatively new and unknown ina 
district, C-H equipment on your shelves quietly 
and surely proves your integrity, the soundness 
of your business ideals, your belief in handling 
only the best. If you are an old-established whole- 
saler this leading line “supports you in the style 
you are accustomed to.” It helps make a good 
reputation better, a better reputation best. It supple- 
ments your own efforts...and magnifies the results. 

Identify yourself with the tremendous force of 
the Cutler-Hammer organization. Adopt this 
proven, strong salesmaking plan available to 
you. Make the first move by asking for details of 
the Cutler-Hammer policy. COUTLER-HAMMER, 
Inc., Pioneer Manufacturers of Electrical Appa- 
ratus, 1286 St. Paul Avenue, Milwaukee, Wisc. 


CUTLER HAMMER _ 








Motor Control. Safets) Soitches Wi ring Devic 
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C. S. Worden, sales manager for the American Electrical Supply Co., Chicago, 
discussing the statement of customers’ purchases with G. D. Waters, left, city 
salesman who has his own record cards on hand for comparison. 





Jobbers Active in 
Associations 

H. M. Lone of the Westinghouse 
Electric Supply Co., Binghamton, 
N. Y., has been elected president of 
the Electric League of Binghamton 
for 1931. 

H. P. LircuFretp, manager of 
the Graybar Electric Co., Newark, 
N. J., has been elected vice-president 
of the Essex Electrical League. 

THe Inter-Mountain Electric 
Co., Salt Lake City, Utah, announces 
the appointment of W. W. Croche- 
ron, sales manager, as chairman of 
the advertising and publicity com- 
mittee of the Electric League of 
Utah. 


Peart Urm of the Allen Electric 
Co., Cleveland, O., has been ap- 
pointed chairman of the Women’s 
Committee of the Electrical League 
of Cleveland. 

Worp comes from the Westing- 
house Electric Supply Co., Cleveland, 
of the appointment of J. Sidway, 
vice-president and general manager, 
as director of the Electrical League 
of Cleveland. 


Jobbers’ Sales Activities 

CAPITOL ELECTRICAL SupPPLy Co., 
Chicago—A sales campaign on the 
Lincoln line of electric clocks has 
been inaugurated by this house. 


WESTINGHOUSE ELEcTRIC SUPPLY 
Co., Binghamton, N. Y.—Radio, ap- 


pliances and electric clocks formed 
the center of the sales efforts put 
forth by this concern. 


GENERAL ELECTRIC SUPPLY CorpP., 
Sioux City, la—This house is very 
active in its efforts on the sales of 
cleaners in the Sioux City district. 


UNITED ELectrric Suppty Co., 
Wichita, Kans.—Vacuum cleaners 
are being stressed by this company 
in its sales campaigns. 


KIEFER ELECTRICAL SuPPLy Co., 
Peoria, Ill—The new Hamilton- 


Beach hand vacuum cleaners and the 
Gulbransen radio are two items which 
this firm is emphasizing in its cam- 


paigns. 


NORTHLAND ELECTRIC SUPPLY 


Co., Minneapolis—This jobber re- 
ports the successful completion of 
the campaign on Hammond clocks. 


CONTINENTAL ELecrric Co., Kan- 
sas City—Very good results on the 
“Universal” appliance campaign have 
been reported by this concern. 


ELectric Suppty Co., Tulsa, 
Okla.—An Edison Mazda lamp cam- 
paign is being conducted in this ter- 
ritory. 


GENERAL ELectric Corp., Kansas 
City—This house is basing its sales 
campaign on the General Electric 
radio, 


STERLING ELectric Co., Minneap- 
olis—The exclusive distribution of 
Norge refrigerators in this territory 
has been taken on by this company. 


R. S. McDonald Visits 
Chicago Manufacturers 
R. S. McDonald, president of the 
McDonald Electric Co., Inc., Miami, 
Fla., recently spent three weeks in 
the Chicago area, visiting the manu- 
facturers in that district. 





At the extreme left in this picture is A. J. Olson, utility man for the Electric 


Corporation, Oakland, California. 


Next to him, leaning on a crutch is Carl 


Figroid, purchasing agent, who is also second baseman on a baseball team and 


was injured in line of duty on the team. 
he is getting along with one for purposes of picture taking. 


It was really a two-crutch accident, but 
Next to him is 


Barney Goodwin, “truck engineer,” then Jimmie Land, representative of the 
Frank Adam Electric Co. and finally William O'Connell, billing clerk for the 
Electric Corporation. Too bad, Bud Martin, you were supposed to have been in 


this picture. Better luck next time. 
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BENJAMIN 


OPPORTUNITIES 


MARKET DEVELOPMENT AND 


SERIES 


SALES 
NO. 2 








New “Play Area” 


Floodlight 











Where to Sell 


Public and Private Recrea- 
tional Centers 
for the lighting of Children’s 


Playgrounds, Tennis Courts, 
Swimming Pools, Etc. 
Public Parks 


for the lighting of Baseball and 
Athletic Fields, Tennis Courts, 


Croquet Courts, Horseshoe 
Pitching Courts, Swimming 
Pools. 


High Schools and Colleges 
for the lighting of Football and 
Athletic Fields. 


Miniature Golf Courses 
Parking Spaces 
Industrial Yard Areas 





Remember These 
Selling Points 
A floodlight that meets the four 
basic requirements of modern 


lighting for outdoor sport and 
recreation. 


Weatherproof — Porcelain enam- 
eled reflecting surface never needs 
repainting or refinishing. 


Adequate lighting of outdoor 
recreational areas’ builds public 
confidence. 


Make outdoor recreation avail- 
able to thousands who can _ not 
play in the day time. 


Night lighting of outdoor recre- 
ational areas brings out the crowds 
that make a profit for the enter- 


prise. 


Complete Information 


Send for new bulletin containing 
complete description and illustra- 
tions, with analysis of lighting 
characteristics, data for planning a 
lighting installation, specifications 
and listing. 
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Meets the Four Basic Re- 
quirements of Qutdoor 
Recreational Lighting 


The new Benjamin Play Area 


Floodlight, No. 5752, meets the 
following modern requirements of 
lighting for outdoor sport and 
recreation: 


(A) Provides uniform and strong 
illumination on the ground and to 
the front and sides of the unit. 

(B) Directs adequate light on 
vertical surfaces such as_ players, 
apparatus, and other objects. 

(C) Directs part of the light into 
the upper areas permitting players 
and spectators to follow an object, 
such as a baseball, in flight. 

(D) Minimizes annoying glare by 
shielding the lamp and prevents it 
from interfering with the vision of 
the players or spectators. 













Distinct in Design 


The new unit is entirely distinct 
in its design. It is an open type, 
wide angle diffusing floodlight with 
a reflecting surface of special dif- 
fusing porcelain enamel in combi- 
nation with an inner reflector of 
oxidized aluminum. 





Rugged and Weather 
Resisting 

The new floodlight is ruggedly 
built for outdoor service and is ab- 
solutely weatherproof. The porce- 
lain enameled reflector never needs 
repainting or refinishing, and the 
inner reflector of aluminum oxide 
finish is non-corrosive. 


Easy to Install 


The unique design of the hood 
and bracket assembly reduces time 
in wiring, assuring a neat, work- 
manlike job, with all leads en- 
closed. 

The mounting bracket provides 
a wide range of adjustment of the 
floodlight, both horizontally and 
vertically, to meet a variety of 
lighting conditions. 








BENJAMIN ELECTRIC MFG. CO.. 


General Offices and Factory: 


DES PLAINES (Chicago Suburb) ILLINOIS 


New York 
247 W. 17th Street 


Divisional Offices: 


Chicago 
111 N. Canal Street 





San Francisco 
448 Bryant Street 
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General Electric Personnel 
Changes 

T. K. Quinn of Cleveland and 
Charles E. Wilson of Bridgeport 
have been elected vice-presidents of 
the General Electric Co. H. H. 
Barnes, Jr., of New York has been 
made a commercial vice-president in 
charge of the New York district, and 
J. L. Buchanan of Bridgeport has 
been named president of the Gen- 
eral Electric Supply Corp., accor- 
ding to an announcement by Gerard 
Swope, president of the General 
Electric Co., following a meeting 
of the board of directors of the 
company. At the same time the re- 
tirements of Vice-President Charles 
E. Patterson, who has been in charge 





Julian Hawks, managing director 
of the Eastern Electrical Wholesalers’ 
Association. 


The Eastern Electrical Wholesalers’ Association held its 
annual dinner dance and entertainment in the Grand Ball- 
room of the Hotel Astor on Thursday night, March 26. 
Over 1,000 of the members of the electrical industry and 


of the merchandise department of 
the company, and of Cummings C. 
Chesney, who has been one of the 
two vice-presidents in charge of man- 
ufacturing, were announced. 


P. B. Zimmerman of Cleveland, 
sales manager of the refrigeration 
department, has been named man- 
ager, succeeding Mr. Quinn and 
J. W. Kewley of Cleveland, acting 
manager of the incandescent lamp 
department, has been named manager 
of the department. T. W. Frech, 
who was given a year’s leave of ab- 
sence as manager of the lamp de- 
partment to head the RCA Radiotron 
Co. at Harrisburg, N. J., has been 
given an additional year’s leave. 

Mr. Quinn, who has been manager 
of the refrigeration department since 
its formation in 1927, will hence- 
forth have headquarters at 120 
Broadway, New York. He will re- 
tain general charge of the department 
and will also be chairman of a newly 
constituted general electric appli- 
ance sales committee. Other mem- 
bers of this committee will be: J. E. 
Kewley; C. E. Wilson; P. B. Zim- 
merman and G. A. Hughes of the 
Co. 


* *k x 


J. H. Lesesne Dies 


A host of friends, both in and out 
of the electrical industry, are mourn- 
ing the passing of John H. Lesesne, 
for the past 10 years city salesman 
for the Graybar Electric Co., in Bir- 
mingham, Ala., who died from in- 
juries sustained in an automobile ac- 
cident. To all these friends he was 
known as “Pete.” 


Mr. Lesesne had an unusually fine 
background of electrical education 
and experience. Studying electrical 
engineering at Clemson College, S. C., 
he was a chum of D. B. Clayton, now 
a prominent Birmingham electragist. 
Graduating in 1909, “Pete” journeyed 
to Schenectady to take the apprentice 
course. Two years later he went to 
Atlanta and in 1912, still a General 
Electric representative, he transferred 
to Birmingham. 

Mr. Lesesne was a World War vet- 
eran, having served 18 months in the 
N. S. Navy. In 1920 he entered the 
employ of Graybar and remained until 


his untimely death. 
a 


John Duncan, Happy, 
Thank You 


It will please countless jobbers and 
manufacturers to hear direct from 
John Duncan in his new environment 
at the Westinghouse Electric Supply 
Co., Los Angeles. It will be remem- 
bered that he was transferred there 
last year, and to say that John is 
happy in his new work and that the 
climate and everything is just to his 
liking would be putting it mildly. 

His territory, in which he is pro- 
moting the sales of radio as a particu- 
lar job, is just about one-third of the 
United States, taking in Texas, all of 
the Pacific Coast and a few other 
states. He had always wanted to get 
out to the Coast and he has his wish 
at last. He has taken some sort of a 
Spanish house with iron stairways, 
patios and such things and can talk 
Spanish to the extent of “Si Senor.” 
His latest discovery is “Turkish” 
melon, said to be grown in the San 





~ 


the association. 


the New York area attended this 


respect it was a great success. 
were in charge of Julian Hawks, managing director of 


OMCMED & 0 
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banquet and in every 
The details of the banquet 
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LAUNCHES A 
YEAR-ROUND 
ADVERTISING 
CAMPAIGN 


Creating a year-round consumer demand 
for Lionel Electric Trains and Accessories. 









..- Never before attempted in the toy train industry. 


Lionel’s year-round advertising campaign was launched with the April issues of 
The Saturday Evening Post, American Boy and Boys’ Life. During the year more 
than 108,797,009 Lionel messages in magazines and newspapers will create an 
unprecedented all-year-round demand for Lionel products. 


To the boys of the country, Lionel advertising will suggest new ideas for im- 
proving their railroads through the purchase of additional accessories. As a result, 
an all-year-round demand will be created for Lionel Trains and Accessories. 


Lionel advertising will appeal to the parents of boys, suggesting the purchase of 
Lionel trains for birthdays and other occasions, and by pointing out the educational 
features of these remarkable trains. 


Watch the sales of Lionel trains and equipment leap ahead this year. Be pre- 
pared with adequate stocks to meet the demand. 





Here’s Part of the LIONEL Advertising Program: 





Parent Magazine Advertising: Saturday Evening Post, Liberty, 
Literary Digest, Collier’s, American Magazine, Pictorial Review, 
Ladies’ Home Journal .. . Boys’ Magazine Advertising: American 
Boy, Boys’ Life, Popular Mechanics, Popular Science Monthly 
. . « Comic Sheet Advertising: The American Weekly in 17 cities, 
Chicago American, N. Y. Journal, Buffalo Times, Philadelphia 


THE LIONEL CORPORATION 


Main Office and Showrooms: 15-17-19 East 26th Street, New York City 


Lionel West Coast Branch 
M. Sweyd & Son, Representative 


718 Mission St., San Francisco, Cal. Chicago, Ill. 


Lionel Midwest Branch 
Merchandise Mart, Room 1428 


Inquirer, St. Louis Globe Democrat . . . Local Newspaper Advertis- 
ing: Black and white ads in over 200 papers in December. 
ALSO: 48-page catalog and railroad planning book in full color, 
Lithographed Window Displays, Lithographed Counter Displays, 
Newspaper Mat Service for dealers’ own advertising. 








CHICAGO TOY FAIR 
SEE LIONEL’S EXHIBIT AT 
THE HOTEL STEVENS 
Main Exhibition Hall 


Lionel Canadian Branch 
Harold F. Ritchie & Co., Ltd. 
Toronto and Branches 
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a 


Frank Lang of the General Electric Supply Corp., Phoenix, Ariz., held up the 


truck while L. V. 


Carr, Trumbull representative took the picture. 


Although 


there was plenty of snow all along the road between Flagstaff and Williams, 
these two made the trip without much trouble. 





Joaquin Valley and nowhere else, but 
we have found, when you ask for it 
they always give you Persian. 

John belongs to a swell club known 
as the Johnathan Club and he took us 
there one noon. After a splendid 
lunch and much talk of old times and 
the folks around Chicago, we went 
back to the Westinghouse Electric 
Supply Co. building and took a pic- 
ture of John standing in front of the 
fine entrance of his new home. But 
the sad part of it is that in our ex- 
citement to get his “scoop” for THE 
JopBeR’s SALESMAN we got the 
camera pointed wrong and got only 
that part of him extending from the 
neck down. 

ere hs 


Mohawk Valley Club 


As announced in our March is- 
sue, the Mohawk Valley Club was 
organized in February by 27 New 
York State wholesalers, including 
both national and independent 
houses. A list of the officers and 
committee chairmen was published 
in that issue. 


It is unusual for a new geographic 
association to start off with such a 
carefully worked out program of ac- 
tivities. At this first meeting definite 
objectives were determined for each 
committee. The underlying purpose, 


as expressed by A. M. Little, the 
executive chairman, is “to secure a 
closer community of interest between 
wholesalers, manufacturers, utilities, 
contractors and dealers.” 

Following are the activities out- 
lined for each committee: 


‘Manufacturers’ Relations Com- 
mittee. Spreading distribution to take 
care of a larger number of estab- 
lished manufacturers, thus prevent- 
ing those who have not sufficient dis- 
tribution and volume, from creating 
other than legitimate outlets. In some 
legal and proper way, to approve 
products, the manufacturer, and pol- 
icy, before actively interesting our- 
selves in promoting such products. 
All discussions of concerted price 
maintenance to be eliminated and this 
subject to be in no way an activity 
of the organization. This will not 
prevent proper and confidential dis- 
cussion and interchange of informa- 
tion as to profit rate, overhead, and 
other figures of the group as a 
whole, in line with a concerted and 
legal effort to improve them. 

“Contractor-Dealer Relations Com- 
mittee. Consideration of anything 
that can be done by the group tc 
aid legitimate electrical contractors 
with their problems, and consequent 
thereto, the appointment of a com- 
mittee to meet at stated times, with 
a corresponding representative com- 
mittee from contractors, at which 
times, problems of both parts of the 
industry could be discussed, referred 
back to both contractor and jobber 
organizations and acted upon. Con- 
sideration of inviting representative 
contractors from the various cities 
to attend certain meetings of the 
group. 

“Central Station Relations Commit- 
tee. Appointment of a representative 
committee of jobbers, both geograph- 
ical and otherwise, to meet at stated 


intervals with a corresponding com- 
mittee of the Niagara-Hudson Power 
Corp., and of the Associated Gas 
and Electric System. If we are cor- 
rectly informed, both of the above 
groups will welcome such a contact 
as is suggested here. Certainly they 
need the cooperation of this impor- 
tant section of the industry, and in 
our opinion, such cooperation would 
be very effective. Any committee 
from the Public Utilities should in- 
clude representatives from their mer- 
chandising, purchasing and public re- 
lations department. Inviting to some 
meetings of the group, central sta- 
tion executives who will properly 
be interested in its activities. 
Public utilities, through their officials, 
and presumably with proper author- 
ity, have expressed themselves ver- 
bally, and in the trade press, as 
needing the cooperation of the whole- 
saler, and as wishing to cooperate 
with them. We, as wholesalers, are 
in a position to serve public util- 
ities locally. Public utilities have 
expressed themselves as to the value 
of that service. There is, therefore, 
a recognized community of interest, 
an expressed willingness to cooper- 
ate, and an acknowledgement of 
service. It is evident, therefore, that 
the stage is all set to make it a 
natural result for the public utility 
to buy their requirements from the 
wholesalers. Notwithstanding recog- 
nition of this condition on the part 
of both public utility and wholesaler, 
we find manufacturers ignoring it. 
either partially or altogether, and 
endeavoring to do more and more 
business direct or to reduce the job- 
bers’ profit. With the public utilities 
willing and anxious to cooperate, 
and with the wholesaler all set to 
efficiently serve them, it would seem 
that an important activity of our 
group will be to make known our 
position and do everything we can 
to retain the business to which we 
are rightfully entitled, and at a 
profit commensurate with our serv- 
ice. Undoubtedly, the public utility 
will more and more dominate in th 
merchandising field, and the impor 
tance of doing something is self- 
evident. 

“Tn addition to this committee pro- 
gram, the association also proposes 
to undertake very definite activities 
among its member wholesalers. 

“Discussion of ways and means to 
bring about, more concentrated sales 
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Dependability ... . 











Completely described in Catalog 


The most dependable weapon of the Roman 
Legion was the two edged broadsword. This 
had no front or back so whichever edge was 
handiest could be used. 


Equally dependable and convenient is the 
new Colt-Noark Quadbreak Switch. Since 
the current is ruptured four times in each leg 
of the circuit the fuses are dead on both ends 
when the switch is “off”. The line wires may 
therefore be brought to either top or bottom. 


How many times have you wished you could 


do that? 





























“F/", May we send you a copy? 


ELECTRICAL DIVISION 


8 COLT’S PATENT FIRE ARMS MEG. Co. @ 


Established 1836 a 


Electrical Division 1886 


HARTFORD, CONN., U. S. A. 


BOSTON CHICAGO NEW YORK 
4-10-31 


PHILADELPHIA SAN FRANCISCO 












44 


THE JOBBER’SMI]SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


effort in natural geographic territory ; 
decrease in sales expense; increase 
in operating efficiency, including in- 
terchange of information as to labor- 
saving methods, budget control, stock 
control, details of handling custom- 
er’s orders, purchase orders, and so 
forth. 

“Selection of a trade mark for 
members to display.” 

It may be of interest to outline 
the developments leading up to th2 
formation of the Mohawk Valley 
Club because they explain how it 
was possible for the club to get under 
way so quickly and with such a com- 
prehensive program. 

For several years the electrical 
jobbers in Syracuse, Utica, and 
Watertown have been meeting to- 
gether to exchange credit informa- 
tion. This year it came the turn of 
A. M. Little of Syracuse to act as 
chairman of this informal credit as- 
sociation. From his five years’ ex- 
perience as a member of the Empire 
Electrical Distributors, a group of 
five non-competing independent job- 
bers in New York State, he believed 
the time was ripe for the formation 
of a state-wide group. 

However, the entire Mohawk Val- 
ley group of jobbers was not called 
together until much _ preliminary 
work had been done. First of all 
a suggested program of activities 
was carefully worked out. Then each 
member of the Empire Electrical 
Distributors discussed the proposed 
Mohawk Valley Club with each job- 
ber in his own territory. Following 
this missionary work invitations were 
sent out in the name of all Syra- 
cuse jobbers by Fred Baldwin of 
the Baldwin-Hall Co., for an or- 
ganization meeting. When this was 
held at the Onondaga Hotel in Syr- 
acuse everyone was familiar with its 
purpose. Consequently, the attend- 
ance was large, and the new club lost 
no time in starting to function. 


x * x 


Empire Electric Distributors 

Several years ago five independ- 
ent electrical wholesalers, each lo- 
cated in a different city in New York 


State, formed an informal associa- 
tion, known as the “Empire State 
Distributors.” The five wholesalers 
were: the Esco Electric Supply Co., 
Albany; the Southern New York 
Electrical Supply Corp., Bingham- 
ton; L. A. Woolley, Inc., Buffalo; 
the Re Qua Electrical Supply Co., 


Rochester, and the A. M. Little Co., 
Inc., Syracuse. 

The original purpose of this organ- 
ization was for the free interchange 
of operating data between non-com- 
peting jobbers. This exchange of 
vital information proved so success- 
ful that other activities were added 
from time to time. 

Meetings are held every month in 
Syracuse as the most central point. 
Obsolete stocks lists are exchanged 
and each member endeavors to assist 
the others in moving this merchan- 
dise. After each annual inventory, 
complete lists of obsolete and slow 
moving items are interchanged. 

These jobbers endeavor to carry 
the same manufacturers’ lines as far 
as possible. Thus they are able to 
settle any territorial problems among 
themselves without appeal to the 
manufacturers. Whenever they feel 
that any change should be made in 
a manufacturer’s policy, it is thor- 
oughly discussed in their meetings. 
They then present their recommenda- 
tion as a body so that it carries with 
it the prestige of the considered pur- 
chasing power of five houses. It is 
not their policy, however, to attempt 
to secure preferential discounts from 
manufacturers because of their buy- 
ing power. 

Another way in which these job- 
bers assist each other is by picking 
up from one another whenever pos- 
sible. 

A trade-mark has been adopted by 
this “Empire Group” which is used 


by each member on all stationery. 

After five years of operation, thi 
association has long since passed it: 
experimental stage. It has proved o/ 
such advantage to its members thai 
it is recognized as a permanent or 
ganization. In fact, each “Empire” 
jobber acted as the keyman in his 
city in sponsoring the Mohawk Val- 
ley Club which was organized in 
February of this year and which in- 
cludes a large majority of the whole- 
salers, both chain and independent 
in this territory. 

It is to be hoped that similar 
groups of non-competing independent 
houses will be formed in other parts 
of the country along the same lines 
that have proved so successful with 
the Empire Electric Distributors. 


* * * 


Up From Now On 


Seen early in September, 1930, C. 
H. Thrane, sales manager of the Gen- 
eral Electric Supply Corp., Los An- 
geles, Calif., felt that the business de- 
pression in that district had reached 
the bottom. Out of all commodities, 
appliances had probably suffered least. 
Los Angeles, like most other large 
jobbing centers, is more or less de- 
pendent on a large industry, the oil 
industry. In Arizona it is copper. In 
the Northwest states it is lumber. In 
Detroit, automobiles, and so forth. 
As these major industries begin to 
recover so many other industries are 
dependent upon them that there is a 
general recovery all along the line. 





The Reiman Wholesale Electric Co., Los Angeles, held a merchandising appli- 
ance display at the Retail Hardware Dealers’ Association Convention held: at 
the Shrine Auditorium in Los Angeles during the latter part of February. 
Mrs. M. Lemond, seen in the picture, is demonstrating the siphonator to I. L. 
Hause, appliance salesman for the company. Mrs. Lemond served coffee to all 


those interested in the appliances. 
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..and in the Strite Automatic Waffle Baker 


wtst-Locks 


prevent accidental disconnection 


and take the waste and 
guess-work out of waffles 


Crisp, golden brown, electrically baked 
waffles depend upon a positive, lock-fast 
electrical connection. Waters Genter Com- 
pany, when they built the “Strite” Waffle 
Baker to follow in the footsteps of the 
“Toastmaster”, protected their Baker and 


the operator with a Twist-Lock. 


In every field where accuracy, production, 
protection and profit depend upon a lock- 
fast, separable, electrical connection, you will 
find Twist-Loéks doing daily duty, impervi- 
ous to jerks, kicks, vibration and hard usage, 
protecting the operator against shock and 
fire hazards. 

There’s a two, three, four wire, Twist-Lock 
to meet every requirement. There's a 
grounding chart to show you the correct 
method of wiring. The coupon will bring 
complete information. Use it. 


HARVEY HUBBELL, Inc. 


@HUBBELL Wwist-Gck Devices 


Mail Coupon to nearest office. Main Office: Bridgeport, Conn. 
Harvey Hubbell Co. of 


Boston, Mass. Philadelphia, Pa. 
Canada, Lid. ~ P 
: - Federal St. 7-21 Labatt Ave., Toronto Philadelphia ai 
tlanta, Geor i Chicago, Illinois ibiti 
138 Marietta 318 W. Washington St. (Exhibition Dept.) 
. iglin Denver, Colo. San Francisco, Cal. 
New York City, N. Y. 1109 Broadway 390 Fourth St. 
122 East 42nd St. T. H. Bodfish Garnett Young & Co. 
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Ideas that ‘click’ 


Your customers have money to spend 
but they are careful how they spend it. 
While this condition exists you should 
seize upon every opportunity to use ideas 


that click with the buying public. 


The new Hammond alarm at $7.77 is 
one of those opportunities for retailers 
that happen once in a while. A new in- 
vention plus big production makes it pos- 
sible to offer this unusual value. 


Hammond national advertising and 
special dealer helps give you the assist- 
ance necessary for success in selling. 


Again it demonstrates Hammond’s 
ability to deliver a succession of ideas 
that click. 


Write to us for full details.. The 
Hammond Clock Company, 2915 North 


Western Avenue, Chicago, Illinois. 


LOGAN MODEL 


ELECTRIC 


ALARM 
RETAIL $7.77 














This free display given with a small 
assortment of” ucky Number” Ham- 
mond alarms ties up this sensational 
value with the advertising campaign in » 

iL the Saturday Evening Post, Collier’s 

ms and Time. 


H AN NON D 


ELECTRIC CLOCKS 




























| 
| 
| 


HAMMNOND 
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“Yes, I can repair this spring clock but— 


why not end all your clock troubles by 
letting me install this Hammond electric 
movement? The cost is only slightly more 
than the annual repair bill on the old 
spring clock works and there is no compari- 
son in the timekeeping qualities of the two 
methods. Besides, you’ll 


complete line of Hammonds and I know 
you will be pleased with this movement.” 
Mr. Dealer, how many times have you 
passed up an opportunity like this? 
Now that you can secure a complete kit 
containing all parts necessary to electrify 
old clocks, you can create 





never have to wind your 
Hammond motored clock 
because it contains no 
springs. Costly to operate? 
No, indeed, less than 10 
cents a month—a small 
price to pay for electrically 





regulated time. I carry a 


this additional business. 
You'll be surprised how it 
will accumulate. We have 
some ideas on how to de- 
velop it. Ask us. 

Kit price to dealer $5.85 
complete as shown—retail 











value of parts $9.75. 





ELECTRIC CLOCKS 
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¢ 


The new home of the Seattle branch of the General Electric Supply Corp., 
formerly the Pacific States Electric Co., at 1212 First Ave., South, occupies 
more than 60,000 sq. ft. of floor space and houses the offices, warehouse, display 


and service rooms. 
space for its patrons. 


In addition the company has provided private parking 





N. E. W. A. to Study Cost of 
Distribution 
Appreciating its economic re- 
sponsibility in the field of distribu- 
tion, the National Electrical Whole- 
salers Association is constantly ad- 
vocating means to reduce the cost 


of this necessary function. Its latest 
effort in this direction is noteworthy. 
A committee composed of the Na- 


tional Associations of Wholesale 
Grocers, Wholesale Dry Goods, and 
the National Electrical Wholesalers 
Association has secured the active 
aid of the Policyholders Service 
Bureau of the Metropolitan Life 
Insurance Co. in conducting a sur- 
vey to adjust their business to 
changing conditions. 

Budgetary control is a compara- 
tively new device available to busi- 
ness executives. Maltreatment of 
this subject has only been exceeded 
by misunderstanding of it. Conse- 
quently the excellent results of ad- 
ministration by predetermined lim- 
its are surprisingly little known. An 
objective of this survey will be com- 
plete elucidation of budgetary con- 
trol and its administrative function 
and value. Balancing expenses 
against income is the goal of a well 
organized budget. Instead of rigidly 
defined limits, an operating budget 
should be the caliper for measuring 
the business progress. This survey 
will be conducted toward the end of 
dispelling the prevalent, fallacious 
conception of budget control. 


Expert technicians have been as- 
signed to this survey by the Policy- 
holders Service Bureau. It is con- 
ceivable that, with proper coopera- 
tion from the members of the three 
associations acting as sponsors, the 
information developed by this re- 
search will be of inestimable value 
in helping all wholesalers to adjust 
their business to changing conditions. 

Two meetings of this committee 
have been held, and the actual work 
on the survey is in progress. No 
delays are expected, and with whole- 
hearted cooperation a successful and 
speedy study is apparent. The re- 
sults of the survey and the recom- 
mendations to be added will be 
graded so that size or scope of a 
business is immaterial. Real, cogent 
material will be made available to 
wholesalers, and those taking advan- 
tage if it should lower their cost of 
distribution by virtue of control of 
its vital factors. 


a 


Utility Cooperates in 
Philadelphia 


An important announcement has 
recently been made that during the 
year 1931, the Philadelphia Electric 
Co. will cooperate with wiring con- 
tractors and dealers in the sale of 
electric ranges through the Electrical 
Association of Philadelphia on the 
following basis: 

1. Installation. Philadelphia Elec- 
tric Co. will assume the cost of in- 
stalling any electric range sold by 


wiring contractors or dealers, provid- 
ing the range is installed on the first 
floor of a property and connected to 
Philadelphia Electric Co. service. 
Philadelphia Electric Co. will deter- 
mine what portion of the installation 
cost will be assumed by it where in- 
stallations are made other than on 
the first floor. 

All installations will be subject to 
a post-inspection by Philadelphia 
Electric Co. Fire Underwriter’s ap- 
proval must be obtained by the wir- 
ing contractor before invoices will 
be approved for payment. The Fire 
Underwriter’s inspection fee must 
be paid by the wiring contractor or 
dealer. 

2. Financing. Philadelphia Elec- 
tric Co. will finance electric range 
sales made by wiring contractors or 
dealers, and pay them the cash sell- 
ing price of the range, providing the 
following conditions are complied 
with: 

(a) The sale must be written on 
Philadelphia Electric Co. forms and 
customer’s credit must be acceptable 
to Philadelphia Electric Co. 

(b) The down payment and Phil- 
adelphia Electric Co. lease form, 
properly filled out, must be secured 
by the wiring contractor or dealer, 
and deposited with the Philadelphia 
Electric Co. 

(c) Carrying charges of one-half 
of one per cent per month must be 
added to the net cash price of the 
range, less the down payment, and 
such carrying charges will be re- 
tained by Philadelphia Electric Co. 

(d) The maximum term for de- 
ferred payment contracts is to be 
24 months. 

(e) Responsibility for reverts will- 
be placed on the wiring contractors 
or dealers. 


In the event that an electric range, 
sold by a wiring contractor or a 
dealer, is repossessed for any rea- 
son, the unpaid balance of the ac- 
count must be paid to Philadelphia 
Electric Co. by wiring contractor or 
the dealer. The repossessed range 
will then become the property of the 
wiring contractor or dealer. 

3. Demonstrations. Upon request, 
Philadelphia Electric Co. will pro- 
vide free demonstration in the cus- 
tomer’s home when any electric 
ranges are sold by wiring contrac- 
tors or dealers. 

4. Re-Sales. Philadelphia Electric 
Co. will not sell electric ranges to 
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Jor these 
IG MONTHS 















































Summer recreations spell extra sales opportunities 
for you in big CAPITAL LETTERS. 


Burgess Electric Portable Hand Lanterns will be 





big sellers from May to September, inclusive. So 
will flashlights and SnapLites, as well as ignition 
batteries and radio batteries for portable camp 
sets and auto sets. All the summer recreations 
demand portable light and power for motor 


BURGESS) boats and radio and Burgess products supply it 


| inierex @ | in abundance. 


g|PALTERY 


Sell this idea to your dealers. Tell them to display 


a 








these products all through the summer months. 
Point out to them the genuine opportunity they have 
for making extra sales this summer . .. by displaying 
and pushing these Burgess Products. Do this and 
you'll get more Burgess business from your dealers. 


BURGESS BATTERY COMPANY 


Engineers and Manufacturers of Electric and Acoustic Products 


General Sales Office: CHICAGO 


New York Boston Chicago Atlanta Kansas City 
Minneapolis San Francisco Los Angeles 


In Canada: Niagara Falls and Winnipeg 


BURGESS 
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Some of the Baltimore Graybar staff. They were caught on the way to lunch, 
that’s why the hungry look. They are: N. M. White, assistant cashier; R. C 
Bousman, salesman; Miss C. C. Clark, somebody’s stenog; M. J. Meskill, ware- 
house foreman; Miss M. B. Travers, operator; Mrs. C. M. Owens, comptometer 
operator; G. Madden, receiving and shipping clerk; E. J. Wagner, stock clerk; 
J. D. Rhoads, service clerk, and G. Yongman, packer. 





wiring contractor or dealers for re- 
sale purposes. 

5. Display. Philadelphia Electric 
Co. will provide display space for 
any electric ranges, manufactured by 
members of the Electrical Associa- 
tion of Philadelphia and approved by 
the Electrical Testing Laboratories, 
Philadelphia Fire Underwriters’ As- 
sociation, and Philadelphia Electric 
Co. Laboratory. 

Wiring contractors or dealers will 
be permitted to bring their prospects 
to this display for the purpose of 
closing sales. 

The Philadelphia Electric Co. will 
provide sales assistance on this dis- 
play floor to assist wiring contrac- 
tors or dealers in closing sales. 


* * 


George Soule with Radio 
Master 

George Soule, formerly with the 
Pacent Electric Co., Inc., and the 
Pacent Reproducers Corp., as general 
manager, has resigned to accept the 
position of general sales manager of 
the Radio Master Corp., Bay City, 


Delinquent Accounts 

The accompanying  tablulations 
show the number of delinquent ac- 
counts, the total amounts and the 
average amounts as reported to the 
National Electrical Credit Associa- 
tion by member manufacturers and 
wholesalers through its various divi- 
sions for March, 1930 and 1931. 
Also these figures are shown for first 
three months last year as compared 
with the three months just passed. 


Philadelphia Association 
Plans Range School 

The Electrical Association of Phil- 
adelphia is soon to open a range sales 
school where salesmen will be thor 
oughly trained in selling the advan- 
tages of electric cookery. Honx 
demonstration experts supplied by 
the Association will also be availabk 
for demonstrating electric cooker; 
to prospective buyers, either singly) 
o1 in groups. 

In addition to a radio broadcast 
ing program by the Association two 
of the largest newspapers in the city 
arc aiding the campaign by operating 
a school where electric cooking is 
taught 2000 women each week. 

The central station will assume 
wiring and installation costs and any 
dealer may now sell ranges on the 
deferred payment plan, the Philadel- 
phia Electric Company handling the 
financing. 

a 
Ollendorf-Hirsch Is R. C. A.- 
Victor Distributor 

Ollendorf-Hirsch, formerly the 
National Light and Electric Co., 
Brooklyn, N. Y., has been appointed 
k. C. A.-Victor distributor for the 
Baltimore-Washington territory. The 
business of the Baltimore Victor 
Distributing Co. has been purchased 
by Ollendorf-Hirsch. 





COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 


MARCH 


31, 1931 


NUMBER OF ACCOUNTS REPORTED 


March 
Division 1930 §=1931 
New MORE Jon dees cocks aoe 313 
Middle and Southern Atlantic 
States 145 
New England 95 
Central 675 


1526 1228 


% 
Increase 

or 
Decrease 
—17.7% 


—34.2% 
—25.7% 
—21. % 


—22.6% 


% 
Increase 
or 
Decrease 
— 6.6% 


—28.9% 
—34.4% 
—19.8% 


—19.5% 


3 Months 
1930 1931 
991 815 


627 412 
385 286 
2474 1952 


4477 3465 


TOTAL AMOUNTS REPORTED 


March 


Division 1930 1931 


% 
Increase 
or 
Decrease 


% 
Increase 

or 
Decrease 


3 Months 
1930 1931 


—37.6% 
—38.4% 
—57.8% 
—48.2% 


—45. % 


—25.5% 


—30.1'% 
—50.6% 


$185,697 $115,909 
56,873 

26,395 

184,275 


$383,452 


New York 

Middle and Southern 
Atlantic States 

New England 

Central 


$ 54,058 $ 40,230 


33,720 23,560 
21,448 10,577 
113,822 64,225 —43.6% 


$223,048 $138,592 —37.8% 


AVERAGE AMOUNTS 


March 
1930 1931 


$128 
162 
83 
95 


Mich. 
s 208 


Peerless Opens Refrigerator 
Department 

The Peerless Electric Supply Co., 
Indianapolis, has opened a refriger- 
ator department handling Norge 
electric refrigerators, manufactured 
by the Norge Corp. division of the 
Borg-Warner Corp. W. A. Shafer 
is in charge of the new department. 





TOTAL $696,652 


3 Months 
1930 1931 


$567 $429 
440 411 
498 251 
433-282 


Division 
New York 
Middle and Southern Atlantic States........... 
New England 
Central 
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ae #3 F 
For Maximum Summer Profit 





| 











There Is No Closed Season 








il 


for Clean... Fresh 


Healthful AIR 


More and more, industry is 
realizing that "Good Ventilation" 
for their workmen is "Good Bus- 
iness". Some are ordering ven- 
tilating equipment on their own 
initiative. Most of them, how- 
ever, are waiting for you to come 
around and sell the ventilating 
equipment. It's an easy job when 
you have the complete Diehl Line 
to show and talk about. 
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PUSH Diehl Fans 


The returns possible from a little intensive effort 
in promoting the sales of Diehl Fans during the 
summer season will astonish you! 


To the practical essentials of appearance, quality 
and price the Diehl line adds DIVERSITY—the 
ability to supply a wide variety of types and sizes 
to meet all usual or unusual ventilating needs. You 
know what this means when you are talking to a 
dealer. 


And your repeat business will be assured by the 
dealers’ satisfaction in trouble-free performance, 
and the maintenance of adequate stocks in leading 
trade centers to insure quick shipments in cases of 
emergency. 


Now is the time to get started! Count on us 
for full cooperation in helping to make this your 
most successful fan season. 





Vv 


DIEHL MANUFACTURING COMPANY 
Electrical Division of 
THE SINGER MANUFACTURING COMPANY 
Elizabethport, N. J. 


Atlanta Boston Chicago Columbus Dallas © New York 
Philadelphia St. Louis 


DIEHL 
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McCarthy Brothers and Ford 
Learn About Plan 

On Friday evening, March 27th, 
McCarthy Bros. & Ford, Buffalo, 
N. Y., held a sales meeting and din- 
ner at the Buffalo Athletic Club. 
Following the opening remarks by 
Karr Parker, president of the com- 
pany, several members of the Buf- 
falo office of the Westinghouse Elec- 
tric & Manufacturing Co. spoke on 
the activities of their respective de- 
partments. 

J. H. Burns, vice-president and 
general manager of the company, 
provided an interesting 15 minutes 
in “Reminiscences of 25 years in 
the Jobbing Business” which took 
his audience back to the days of the 
first Buffalo street car. 

The final event of the evening was 
an address by D. G. Pilkington, 
general manager of THE JOBBER’S 
SALESMAN, who took as his subject 
“THE JospBer’s SALESMAN—1931 
Model,” through which he inter- 
preted to the 40 wholesaler execu- 
tives and salesmen present that pub- 
lication’s new “Plan for Market De- 
termination and Market Develop- 
ment.” 

At the conclusion of the meeting 
one more enterprising electrical 
wholesaling establishment had add- 
ed its name to the list of those who 
have adopted the “Plan” and are 
putting into effect in its business 
niodern methods of intensive, selec- 
tive and creative selling efforts. 

As a further indication of the 
trend toward specialization McCarthy 
Bros. & Ford have added a merchan- 
dising department under the manage- 
ment of J. R. Andrews, formerly 
with the Syracuse Washing Machine 


Co. Mr. Andrews has charge of the 
sale of all merchandising lines such 
as refrigerators, motor driven ap- 
pliances, heating appliances, radios, 
and so forth. 


* * * 


Working Together 

The personal hobby of James S. 
Addis, sales manager of the supply 
department of Listenwalter & Gough, 
Inc., Los Angeles, is floodlighting for 
stadiums, baseball and football fields. 
He spends much of his personal time 
upon the work and gets more enjoy- 
ment out of it than possibly any other 
department of the business. And it 
is all because of a perfectly logical 
and sensible method of handling the 
situation on the part of the manufac- 
turer. It does not seem out of the 
way to mention the name of the man- 
ufacturer, in this instance a principle 
is involved. Addis delights in telling 
how Horace L. White, local manager 
cf the Crouse-Hinds Co. has gotten 
seven jobbers and any number of con- 
tractors all to working together ami- 
cably on this floodlighting business. 

C-H came forward about three 
years ago with a plan which involved 
no direct sales on the part of the man- 
ufacturer and White went to work 
on it. He first sold the jobbers on 
the tremendous. possibilities of flood- 
lighting when properly handled. To 
make it really attractive to the jobber, 
the company set up a system of dis- 
counts and rebates, built up around 
sales, in such a way that the jobber 
profited more and more as he pro- 
gressed from one sales quota into the 
higher ones. The plan also involved 
not only complete protection of the 
jobber on the part of the manufac- 
turer, but in turn the protection of 


The McCarthy Bros. and Ford Dinner 


the contractor on the part of the 
jobber. 

You will find them all working to- 
gether in Los Angeles without jar or 
discord. The contractors are out look- 
ing for the business in every high- 
way and byway. The jobbers and 
their salesmen are doing the same and 
jealously guarding the rights of the 
contractors, and over all sits Horace 
White working for the bunch rather 
than seeking to take the business 
away from them. And between them 
all they have done some remarkable 
things, notably the lighting of Wrig- 
ley Field, which was accomplished 
within a month after the receipt of 
a wire from William Wrigley, Jr., to 
J. H. Patrick, president of the Angel 
City Baseball association, calling for 
the best lighted field in the country. 


* * Xx 


Northland Holds Dealer 
Meeting 

The Northland Electric Supply 
Co., Minneapolis, cooperating with 
the Edison Lamp Works, held a 
dealers sales meeting on the night 
of February 23 in the ball room of 
the Nicollet Hotel. 

The Northland Electric Supply 
Co. entertained its dealers with a 
dinner. Many dealers came from a 
great distance to be present and en- 
joyed a pleasant and instructive eve- 
ning. Immediately after dinner, 
Mr. Barnes, assistant general man- 
ager of the sales promotion depart- 
ment of the Edison Lamp Works, 
made a short talk to the dealers as- 
sembled. 

Other entertainment was furnished 
and at 8 o’clock the meeting was ad- 
journed to the ball room, where the 
Edison Lamp Works displayed an 
elaborate advertising program and 
talks were made by Mr. Barnes. Mr. 
States, the district manager of Chi- 
cago, welcomed the audience. Mr. 
Hall gave a very interesting and in- 
structive talk on sun lamps and Mr. 
J. A. Kirtsen, the district manager of 
the Edison Lamp Works with head- 
quarters in Minneapolis, acted as 
“master of ceremony.” 

2s * 


Sterling Electric Purchases 
Business 
The Sterling Electric Co., Minnea- 
polis, purchased a four story building 
and has closed out warehouse space 
in adjoining buildings and has cen- 
tralized its stock in its own building. 
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One Pry 


and it’s 


OUT 


HERE'S nothing stubborn about Pri-Outs! You'll 

find that out when you use switch or outlet boxes 

Pri-Out equipped. The tough, old-fashioned knock- 
outs had to be pounded, twisted and bent before they’d come 
out — but Pri-Outs— well, one pry —and they’re out! 

The secret of Pri-Out ease is leverage. At the bottom of 
the Pri-Out is a slot just the right size to allow a screw driver 
or some other prying tool to be inserted. So all you do is 
insert the tool—bear down on it—and up and out comes 
the Pri-Out! Simple, isn’t it? Yet it’s the first and only im- 
portant improvement made in box construction. 

Because the Pri-Out comes out—instead of being knocked 
in, there’s an extra ¥” of room inside the box. That means 
more room for clamps and interior parts—hence easier 
wiring — quicker work. And remember — Pri-Outs need no 
twisting and bending — avoiding all finger injuries. 

Pri-Outs are fully covered by American and Canadian 
patents. Leading box manufacturers are now licensed by 
RACO to use the Pri-Out feature. Because RACO Pri-Outs 
are so new and different, jobbers and their salesmen have a 
chance to talk switch and outlet boxes to their customers. 
These products are now out of the staple class—and have 
real selling points. Wide-awake jobbers realize this—and are 
having their men put some real sales punch behind Pri-Outs. 


ROACH-APPLETON MANUFACTURING CO. 
SOUTH BEND, IND. 


gACo 


PRLC)UTS 


TRADE MARK REGISTERED 
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Why the Independent 
Jobber Can GoAffer 


Jan Business 
This Year- 


With the most complete line 
of fans ever offered by any one 
manufacturer — Signal dealers 
this season will have fans to meet 
every need and a price range in 


keeping with that need. 


* there are 6 others 
not shown here ~ 


Signal fans include small and 
large oscillator types with Induc- 
tion motors — non-oscillator 
types—ring and household ven- 
tilators. Whether equipped with 
Induction or Universal motor, 
each fan is a dependable fan 
built for service. Signal Induc- 
tion motor fans do not interfere 
with radio reception—very pop- 
ular fans for this season. 


List prices are from $3.95 to 
$30.00. 


Be sure your dealers are ready 
for a big fan year. 


SIGNAL ELECTRIC MFG. CO. 
MENOMINEE, MICHIGAN 


Electrical Manufacturers Since 1890 


| 
| 
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6 reasons’ 


Price and Good Workmanshi; 


To THE EpITor: 


Nearly every day the electric: 
jobbers’ salesmen report that the 
failed to get the order for supplie 
because their customer, the electric: 
contractor, lost the job he was bid 
ding on—his competitor down th 
street taking the work at a lower 
figure. What can the average job 
ber’s salesman say in such a situa 
tion? In my opinion, he should poin 
out the necessity of the electrical con 
tractor, through the quality of hi 
work, building himself into a posi 
tion where he can win the preferenc: 
of every job he bids on. 


Glance through the advertising 
pages of our national weekly and 
monthly magazines,—do any of thx 
manufacturers of quality products 
mention price? Read the billboards 
as you ride,~—you will note one prom- 
inent manufacturer of high class 
radio-sets emphasizes “No Blur” in 
the reception. Recall the visit of any 
high grade salesman, representing a 
manufacturer of reputable products. 
Did he mention price until you asked 
for it? If you asked those well 
known contractors, Blank & Blank, 
to bid on a job,—you know you 
would not get from them the lowest 
figure,—but if you gave them the 
business, you do know that you 
would get the best engineering serv- 
ice that is available in this country,— 
that the work would be done within 


| the estimate they furnished you,— 
| that they would produce a structure 


which would be definitely permanent 
and satisfactory. 

In buying merchandise or service, 
one usually gets what is paid for. 
The electrical contractor who can and 
will do only high grade work, can 
build himself into the same enviable 
position that Blank & Blank occupy 


Let him start by going on record 
as registering with the authorized in- 
spection departments of his com- 
munity to do work strictly within the 
requirements, place an electric sign 
on his place of business, reading, 
“Adam Goodworker — Registered. 
Guaranteed Electrical Work.” 

The name is registered, quality 
work is guaranteed, and if the stand 
ard is maintained, eventually, Adan 
Goodworker should be given pref 
erence by all those who are more 
particular about high grade mer- 
chandise and superior workmanshi{ 
than they are about price. 
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*MAZDA...NOT THE NAME OF A THING BUT THE MARK OF A RESEARCH SERVICE 





The Significance 


ECAUSE eighty-five per cent of its large 
lamp distribution is through jobbers, it is 


instantly apparent that the National Lamp Works 
of General Electric Company is in an excellent 
position to appraise and appreciate the important 
and distinguished part the jobber plays, not only 
in its business, but in the whole realm of merchan- 
dise distribution. The jobber and his salesmen 
have been tremendously vital factors in the process 
of distributing G-E MAZDA* lamps and have also 
served effectively in helping to stimulate public 


consciousness of lighting values. 


Every worthy enterprise which is in the interest of 


the jobber is welcomed by us, for in every way the 





MAZDA@® 


of the Jobber 


National Lamp Works of General Electric Co. 
consistently endeavors to make its own merchan- 
dising plans, sales policies and distribution activities 
synchronize with the jobber setup. This is more 


than a policy with us—it is a deep rooted principle. 


No wonder the lamp business is firm. Compared 
with other items in any trade, even the electrical 
trade, G-E MAZDA lamps are in a supremely 
fortunate position. It is significant that periods of 
depression serve only to emphasize the merits of 
. . for this 
nationally advertised quality product. National 
Lamp Works of General Electric Co., Nela Park, 
Cleveland, Ohio. 


the consignment plan of distribution . 


ELECTRIC 


LAMPS 





JOIN US IN THE GENERAL ELECTRIC PROGRAM, BROADCAST EVERY SATURDAY EVENING ON A NATION-WIDE N. B. C. NETWORK. 
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Drop forged head 
and’ steel consraction 


i _. 
thin 


Plates supported by 
housing and base giv- 
and rigidity. 


Kaow the Chance line of 
Anchors. Here is another big product 
that offers unlimited opportunities in its 


field. 


A few moments explanation of the 10 

big features of the Chance Expanding 

Anchor quickly convinces one that it is 

the most satisfactory expanding Anchor 

ever made. It has been developed con- 

tinuously for several years by Chance 

Company until today it offers the great- 

. est in expanding anchor strength and 

ANCHOR CLOSED. —_— durability, Made from the highest qual- 

. ity Copper-Alloy Steel. Go 

over these selling points 

now. Study them thor- 

oughly. Then drill your- 

self in presenting them to 

your buyers of pole line 
equipment. 


EXPANDED 





THe THIMBLEYE AND TWINEYE Rops 


Every Chance Anchor Rod is equipped with either the pat- 
ented, drop-forged Thimbleye, or Twineye, as desired, 
which makes “pulling in” much easier and saves the cost 
of a thimble. The Chance Thimbleye and Twineye pre- 
serves the guy cable in its full cylindrical strength, giving 
25% to 33% greater tensile strength. 
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Ware Anchor equipment is 
purchased by Central Stations, Inde- 
pendent Telephone Companies, Steam 
Railroads, Electric Railways, Con- 
struction Companies, Municipal Light 
and Power Units, etc., you will find 
ready business for Chance Expanding 
Anchors. 


It is your big CHANCE for good 


business. 





Marginal guideways as- 
= perfect alignment 


Know your line. It 
is half the battle of 
any selling job. 
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UPER-BENDING QUALITY 


WITH 


UGGED LONG LIFE .... 


Fretz-Moon Conduit bends easily 
and perfectly to any required shape 
for any location—without cracking 
or chipping the enamel, without 
scaling the galvanizing or opening 
at the weld. 


Yet this increased ductility detracts 
nothing from the rigidity and long 


life of Fretz-Moon Conduit. Care- 
fully selected steel skelp, a patented 
“continuous” process, pure zinc 
spelter and “flexible” enamel afford 
quality that insures long life, even 
under the most exacting conditions. 


Choose from these three brands— 
ENAMELITE, black enameled inside 
and out—ELECTRO GALVITE, 
enameled inside and electro-galvan- 
ized outside—HOT DIPPED GAL- 
VITE, galvanized heavily both inside 
and out with a heavy coat of baked- 
on enamel over the inside galvan- 
ized surface. 
FRETZ-MOON CONDUIT saves 
time in installation and money to 
everyone concerned. 


Don’t hesitate to recommend FRETZ- 

MOON CONDUIT for every job. It’s 

dependable. 

Fretz-Moon Tube Company, Inc. 
Butler, Penna. 


FRETZ-MOON 


RICG/D CONDUIT 





We all know that there never was 
a quality product made but that some- 
body could make it worse and sell it 
for less. This applies also to service 
and workmanship. Let the electrical 
contractor live up to his guarantee, 
make a reputation for only first class, 
satisfactory work, and he should 
command most of the preferred ac- 
counts in his community. 

Products and workmanship of 
merit do not need a cut price to sell 
them. Birds of a feather flock to- 
gether, meritorious* products and 
workmanship are sold with a policy 
and bought by clean buying people. 

Let the electrical contractor first 
make a reputation for doing good 
work, and he will make money. 


R. H. H. RosENBoHM 
Manager, Telephone Sales Dept., 
Western Light & Fixture Co., 
Les Angeles 


* *« * 


Letter to Editor 
To the Editor: 

We have always had a display of 
fixtures in our main supply store but 
after eight years of experience, we 
found that we did not get our share 
of residential lighting fixtures as 
the customers would be disturbed 
on account of other activities that 
take place in a supply house. 

I decided to open up a display 
room entirely by itself, away from 
the supply store. While this fix- 
ture room was only completed on 
the first of January and it has been 
in operation now for only a short 
time, the result that I have experi- 
enced is that we sell to nine out of 
every 10 fixture prospects. 

The display room is approximately 
20 ft. wide by 60 ft. deep. We have 
put in over 200 outlets. We have 
these fixtures marked so that we 
have protection for the electrical 
contractor of 33%4% commission. 
The contractor brings his customer 
into the display room. 

We have all the fixtures marked 
with a number of our own, elimi- 
nating the manufacturer’s number 
and the manufacturer’s list price. 
The complete catalog is in the show 
room on a little table and the con- 
tractor who brings his customer in 
can refer to this catalog and imme- 
diately know how many of each 
number of fixtures that we have in 
stock, so that he can sell his cus- 
tomer with confidence, knowing 
whether we have any of these num- 
bers in stock or not. 
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Fan selling is being revolutionized by 
these new 1931 R & M offerings. They 
are replacing old fans—going into homes 
and offices heretofore fan-less—because 
they are the only efficient fans that com- 
pletely harmonize with modern interiors. 
They are first choice for looks, just as all 
R & M Fans have been first choice for 
quiet, trouble-free performance for 33 
years. Alert dealers are profiting —plenty! 
Stock up now. Robbins & Myers, Inc., 
Springfield, Ohio; Brantford, Ont. 























SELL THE FULL LINE OF R & M PROFIT-MAKERS 





KOOLITE — New _combina- 8” OSCILLATING MODERNISTIC BIDDY—Combination mixer- 10” OSCILLATING ART FAN— 
tion fan-light. $20 Jist. FAN—The hit of the year. Rich extractor $14.95; De Luxe Concealed and protected oscillating 
silvery finish. A.C. $12.75 dist. model $18.95 ist. mechanism. Silver-like finish. 
A.C. $18.95; D.C. $20.45 Jést. 


STANDARD FANS—Alitypes, PORTABLE WALL FAN—8’ blades. 36” and 52” DE LUXE CEILING FAN—Bronze. 1814" headroom 
oscillating and non-oscillating. Fits Biddy bracket. $7.50 to $8.50 dist. with light attachment. Graceful modern lines. A.C. $41 to $56 Jist. 





Robbins & Myers, Inc. 


FANS AND MOTORS 


HAND AN D ELECTRIC HOISTS AN D CRANES 
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WADSWORTH 


Pull Cover 


If you Sell on the 
“Basis” 


of Quality, Service and Satisfaction 


This Wadsworth Accessible Fuse Meter 
Service Switch with Range and Lighting Cir- 


cuits is the switch for your line. 


This switch will meet contractors installation 
problems, and the approval of Inspectors and 
Central Stations and give the user of elec- 
tricity a 


“S A FE” 
“ADEQUATE WIRING” 
RANGE INSTALLATION 


Write for Bulletin No. 23 for complete information. 





The WADSW Mr6@ Inc. 





The young lady who is apparently 
keeping a date with some Arab sheik 
in the desert, is Pearl Miley of the San 
Francisco house of the Graybar Electric 
Co. She is secretary to the credit man- 
ager there, and has just been presented 
with a 10 year service button. 








We always managed to carry two 
sets of each of the highest priced 
fixtures in stock at all times. The 
show room is so arranged that the 
contractor can take his customer in 
entirely by himself and wait on him 
without any sales effort on our part 
as the fixture room is entirely sep- 
arated from our supply house. Of 
course, you know that the residential 
fixture business at the present time 
is almost at a standstill, but we are 
doing a fair share of fixture business 
right now and that is due purely to 
the beautiful fixture room that we 
have fixed up. 

We did not go to any expense in 
making this fixture room an elab- 
orate place as I left it entirely to the 
fixtures themselves to be the whole 
display. Very truly yours, 

I. TOMBERG. 


Tomberg Electric Supply Co., 
Wilkes-Barre, Pa. 


* * x 


Samuel Frost Holds 
“Blowout” 

More than 250 electrical’ dealers 
and contractors were treated to a 
real, old-fashioned “blowout” at the 
Frostolite Bldg., on March 15 by 
Samuel Frost, New York. Enter- 
tainment was provided by a group 
of professional vaudevillians, and 
the company’s own fun-maker, Mur- 
ray Freed, who kept the crowd in 
constant good humor. Community 
singing proved that the industry can 
raise its voice occasionally. A 
sieight-of-hand expert had the as- 
sorted dealers and contractors gaping 
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CLEMENTS MFG. CO., 126 Clements Bldg., 
6650 So. Narragansett Avenue, Chicago. 














Gentlemen: You -may send (without obligation) plete informati on 
your plan of cooperation with jobbers’ salesmen, jobbers and dealers. Tell 
me about the “stand-d ator,” window cards, personalized mailings, 
salesmanship course fer clerks, folders and your other methods of helping 
the dealer double his stere sales. 





ee 
ee 
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vacuum cleaner 


Sales with..... 
.... this NEW help 






OU can use this “stand-demon- 

strator” to increase your vacuum 
cleaner sales. It solves the dealer’s 
store demonstration problem. Cleaner 
is held inverted, showing revolving 
brush action and other advantages. 


A small rug placed over nozzle reveals 


the “‘air-cushion” and the customer A 
sees and feels the light pulsations of ye : 
the brush. Soda placed upon rug is 


quickly drawn through. Cleaner may 
be removed for floor demonstration. 


A Sales Plan...... 


for Clement’s Cooperating Dealers 


Jobber salesmen everywhere are using the Clements “stand-demonstrator” 
and Clements “Cooperating Dealer” sales plan to add new customers and 
double the vacuum cleaner sales of old ones. 


yaa 
“ panne ented 


The “stand-demonstrator” interests every dealer because it affords effective 
store demonstration on about 15 inch square floor space and serves as a 
permanent dramatic display. The Clements plan also furnishes the dealer 
with a salesmanship course for clerks, window cards, folders, cuts for his 
ads, personalized mailings with his name, ete., etc. 


Then, too, the Clements “air-cushion”’ vacuum cleaner sells easily because 
of the patented “air-cushion” feature and other exclusive features. Attach- 
ments sanitize and repel moths as well as clean. 


The Clements Mfg. Co. made the first vacuum cleaner 20 years ago and 
the new popularly priced Clements sells rapidly. Mail coupon today for com- 
plete data of interest to jobbers’ salesmen. 


(lements 





(}* 


Air-cushioni Vaciaon Cleaners J 


MAIL COUPON TODAY 
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eS at his ease in producing money. As 
fey | a% remarked, “It’s easier money than 
selling sockets.” 


| Besides the fun, there was a good 
{’ amount of real business written up, 
a great deal of good will created, 


and some educational and interest- 


BEATER - MIXER - JUICE EXTRACTOR P\e ing sidelights given on the industry. 





* * * 


$ q | bela : Peoria Reorganizes 


The Peoria, Ill., electrical organ- 
RETAIL “ \4 ization, formerly known as the Elec- 
ae pimnirne nb =r | ; tric League, has been completely 
revamped and is off to a flying start 
for 1931. It is now called the 
Peoria Electric Club, and will have 
one regular meeting each month, at 
a certain hour on a day to be 
determined. 


On March 19, officers were elected 
as follows: W. R. Kiefer, president ; 
C. D. Henry, vice-president; Jos. D. 
Downs, secretary, and D. M. Ather- 
ton, treasurer. The executive com- 
mittee consists of: D. M. Atherton; 
Ray G. Hanson; Jos. R. Downs; 
C. D. Henry; John Hendricks, and 
W. R. Kiefer. The new organiza- 


Here's an item you ean sell tion started off with a bang by 


gathering 35 members, with all 


Carry it with you. On sight 3 out of 5 dealers will buy | 'tnches of the electrical industry in 
Peoria represented. A new and 


MAGIC MAID is the selling sensation of the year. Ask any electrical or hardware healthy atmosphere * has resulted 
dealer...department store buyer...utility merchandise manager. They'll all tell you. from the reorganization and great 
There’s only one story on the STAR-Rite MAGIC MAID. It’s a new idea in an things are planned for the year. 
efficient and low priced BEATER— MIXER—JUICE EXTRACTOR combination 
that sells—and how! 

Jobbers salesmen everywhere have found this multi- May Issue 
purpose kitchen helper the fastest selling electrical ap- Geed Housekeeping 





pliance of its kind ever offered. At its price, there’s 
nothing like it on the dealers’ shelves today. And women 
buy it on sight, for it’s needed in every home. 

You owe it to yourself... your organization...and your 
dealer trade to carry and demonstrate this new big value. 


The Fitzgerald Mfg. Co., Torrington, Conn. 


The Canadian Fitzgerald Manufacturing Co., Toronto, Canada 











Good Housekeepirg, May 
issue, carries a full page in 
striking colors. Urge your 


STAR-Rite STAR-Rite dealers to tie in with this 


advertising. Display cards, 


Automatic Toaster Automatic Flat Iron mounted ads, recipe books, 
circulars, cuts and mats 


2 slice—Oven Ty Chrome Finish—6 Ib. ; : 
6 eo: Finish’ $1 (9-00 wor — $500 are FREE for the asking. 


Send for full information 


The Fitzgerald Manufacturing Company, Dept. 5-M. : You'll always find this chap doing 
a yo ‘ a ; something useful around a jobber’s of- 
cntirere: tearey nt oe en eee fice or salesroom. He is C. D. Ward, 
and sales helps. radio and home appliance division, 
Name General Electric Co. He hangs his hat 
poe in the company headquarters at Bir- 
lee cum duin sean tnear iin Guus ae iaaes lass ao lb NOs Gs Ne t mingham. 
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This is a logical approach to greater 
sales of & Panelboards, which bring 
with them greater staple sales. 

You may think you know panel- 
boards now, but in @ there are so 
many really distinctive selling points 


Atlanta, Ga. 
L. A. Crow, 
64 Cone St.,N. W. 


Baltimore, Md, 


Wolfe-Mann Mfg. Co, 


312 S. Hanover St. 
Boston, Mass. 

J. J. Cassidy, 

231 Congress St, 
Buffalo, N. Y. 

Ralph E. Jones, 

1890 Hertel Ave. 


Chicago, Ill. 


Major Equipment Co., 


Inc. 
4603 Fullerton Ave, 
Ctpstanett, Ohio 
F. Schurig, 
its E, Pearl St. 


Cleveland, Ohio 
Frank Reske, 
684 The Arcade 











that it will pay you to dig for facts. 

The @ Catalog No. 45 and the new 
Leader type LN TP Bulletin No. 50 
will help you—let us send you copies. 
Talk it over with the €& man nearest 


you; he is ready to help. 


Frank Adam 


ELECTRIC COMPANY 


aa, Texas 
S. Wakefield, 
ie14 Allen Bldg. 


Detroit, Mich. 
H. H. Norton, 
2683 Wabash Ave. 


Kansas City, Mo, 
Robert Baker, 
19 E. 14th St. 

Los Angeles. Calif. 
E. Zinsmeyer, 
1127 S. Wall St. 

Memphis, Tenn, 

Cc. B. Rutledge, 
203 Monroe Ave. 


Mipnenee. Minn, 
Leo. H. Cooper 


422 Builders’ Ex. Bldg. 


a Orleans, La. 
J. Keller, 
203 Natchez Bldg. 


Magazine&Natchez Sts. 





ST. LOUIS 
—_ _—— * St. Louis, Mo. Winnipeg, Man., Can, 
red G, raut, O. H. Rottman, , > 
419 W. 54th St., 3650 Windsor Place. SEEGER AERS SE. 
New York City, N. Y. Co., Ltd. 


San Francisco, Calif. 

Lee Van Atta, 

340 Fremont St. Calgary, Alberta 
Amalgamated Elec. 
Co., Ltd. 

1301 11th Ave., East 


Co Nebr. 
J. Fleming, 
a8 S. 12th St. 


Orlando, Florida 

F. W. Knoeppel, 

705 Lake Adair Blvd. 
Poet. Pa 


Mc Avoy, Jr., 
244 North 10th St, 


Tulsa, Okla, 
P, E. Ebersole, 
214 S. Victor St. 


Hamilton, Ont, 
Amalgamated Elec. 


Toronto, Can, 
Amalgamated Elec, 
Co., Ltd. 


- Co., Ltd. 
Pittsburgh, Pa. 372 Pape Ave. = 
Win A. tall Jr. Gen. Sales Office, 18 Mary St. 
Dist. Mer. 370 Pape Ave. 
R. B. Thomas, Montreal, Can, 
Res. Mgr Vancouver, Can. pape 
Room 1004, Law & Fi- Amalgamated Elec, Asanigaeuntet Elec. 
nance Blidg., Co., Ltd. Co., Ltd. 


427 Fourth Ave. Granville Island 1006 Mountain St. 





677 Notre Dame Ave, 
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James Aitken is president of the National 
Federation of Radio Associations. He is also 
president of the Aitken Radio Co., Toledo, O. 
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@ In this editorial James Aitken sounds a note of encour- 
agement to the radio industry. In spite of the business 
depression the public continues to purchase radio sets. 
He points out, however, that the existence of outside 
competition must be recognized, and preparations made 


to meet it. 


ness escapes it. Quite true, some are subject 

to more than others. In the radio industry it 
has been and will be very natural to expect lots of 
changes. If they are controlled and come in an or- 
derly manner, it will be for the best. An industry 
which ceases to change and grow, ceases to exist. 

In the last two years we have seen changes and 
forces in action over which we have had little or no 
control. It seems at present that these destructive 
forces have about spent themselves, and we ought to 
look for stabilization or controlled changes. 


Nose is as constant as changes—no busi- 


ba] 4 a 


It will be many years before the true analysis of 
the past depression is made. Only a wealthy and fast 
living people could have had such a depression. It 
has been confined to no one business; practically all 
have been affected in an unsatisfactory manner by it. 
It was only natural to see radio affected seriously. 
Its growth was too rapid,—excesses had crept into 
the industry. The evidences have been on every hand 
in the last two years. 

It has been regrettable to see sets advertised for a 
small fraction of what they sold a few months ago. 
If the reputation of the manufacturer whose name is 
on the set is to be maintained, this cannot continue. 
Either production has to be controlled, or the sale 
of sets steadily increased. 


“ * 


Let us take encouragement from the fact that the 
consumer has been buying sets during the depression 
in great numbers. Radio has become a necessity in 
the home; everything points that it will become more 
and more of a necessity. The problem of stabiliza- 
tion rests in the industry itself. Both the manufac- 


turer and the jobber-dealer must function differently. 
The manufacturer to see that the original price on 
his set is maintained, and the jobber-dealer to see that 
the radio is merchandised better. 


a a 2 


As we are and will continue emerging from this 
depression, let us be ready for problems that will 
arise with improvement. Let us ever strive to im- 
prove and give to the public more and more improved 
sets and present them in an ever-changing light. To 
date we have had few industries crowd down on us. 
Rather, has radio been crowding other industries. 
We must expect more strenuous competition from 
other industries and be ready to meet it. In the early 
days radio caught the imagination of the public so 
that they stormed our stores to buy. It is only reason- 
able to expect that some other industry in the next 
few years will do likewise. If it is not radio, im- 
proved, let us hope that radio will be a vital part of 
that new industry. 


2 4 4 


_ advertising plan outlined by the Fifth An- 
nual Convention of the National Federation of 
Radio Associations at Indianapolis, deserves the con- 
sideration and support of the entire industry. A co- 
operative advertising fund to sell radio to the public 
cannot but help to do good for all. Every manufac- 
turer, jobber and dealer ought to lend his support to 
this idea. If it is put into effect, as we hope it will 
be, all of the industry must become one organization 
to present to the public radio in its broadest sense. 
Other industries are doing likewise with great suc- 
cess. The public looks to radio as a live and growing 
industry. Let us live up to what is expected of us. 
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New Radio Products, Illustrated 





66[7 ATO Konverters” for op- 

erating A. C. radios have 
been put into production by the 
Kato Engineering Co., Mankato, 
Minn. These “Konverters” are 
manufactured in types to oper- 
ate from 32 volt D. C., also 110 
volt D. C. 





66 PRESTO” record maker has been developed by the Presto Corp. of 

America, Philadelphia, and makes records instantly at home or in the 
office. It attaches to any radio receiving set, it is claimed, thereby forming 
a combination for playing the records back as on a radio phonograph 
combination. One of the features of this device is that it cuts and grooves 
its own records. It does not use pre-grooved records. Records can also 
be made direct from broadcast reception. “Presto” uses smooth discs, 
six in., seven and a half in., 10 in., and 12 in. in diameter. Records are 
made of aluminum alloy and are unbreakable. 


b He Trimm Radio Mfg. Co., 
Chicago, has put into production 
a new “feather-weight” headphone, 
consisting of two units, headband 
and cord, and weighing only four oz. 
The case and cap are moulded bake- 
lite. Moulded in the case are six 
brass inserts, three supporting the 
pole pieces and magnets, two sup- 
porting the terminals of the cord, 
and the sixth providing a means 
of fastening the stay cord. The 
magnet 3 in. square, is of cobalt 
steel, cadmium plated. The pole 
pieces are copper plated to prevent 
rust formation. The entire unit is 
said to be so constructed and as- 
sembled that it is entirely free from 
exposed connections. 








SELF-CONTAINED, portable 

A. C. receiver for head-phone 
reception, the “ICA Companion”, 
has been put on the market by the 
Insuline Corp. of America, New 
York. The “Companion” is a two- 
tube A. C. receiver employing two 
-27 type tubes, one as a detector 
and the other as a rectifier. No 
batteries of any kind are required, 
it being necessary only to plug 
into the nearest 110-volt socket or 
receptacle and to make use of any 
available antenna or ground con- 
nection for immediate operation. 
The tuning comprises the tuner 
and a sensitivity control, both be- 
ing manipulated for maximum re- 
sponse from any desired signal. 





AN output meter for use by radio 
servicemen has been announc- 
ed by the Jeweil Electrical Instru- 
ment Co., Chicago. This instrument 
allows the man to see when the 
point of best adjustment of radio 
frequency stages is reached. Three 
measuring ranges are provided to 
adapt it to the output circuit of 
any receiver. It is furnished with 
leads, test clips and socket adapter. 
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High mutual conductance and excep- 
tional sensitivity are features of thie 
new Arcturus Tube. Because it is 
approzimately 4 times as sensitive as 
a’'45 power output tube, it brings 
greater volume with less distortion, 



















Double pre-selectors, dual volume 
controls, and ‘‘local- long distance’’ 
are eli ted by this new 








tube. Receiver hiss is reduced, cross- 
yl is divided by 500, and 





there vs 








and insures smoother reception. 


blazed the way to 


[931 RADIO IMPROVEMENTS 


At the 1931 R.M.A. Trade Show many 
new radio receivers will use Pentode 
and Variable-Mu Tubes. 

Arcturus has an unusual interest in 
these improved sets, for Arcturus Tubes 
played an important part in their 
design. 

In 1928, long before Pentode circuits 
were considered commercially, Arcturus 
sent sample Pentode Tubes to several 
manufacturers. Today’s Pentode receiv- 
ers are based on the characteristics of 
these early Arcturus Tubes—the Arcturus 
Pentode of 1931 is fundamentally the 
same as the Arcturus Pentode of 1928. 









Again, in 1930, Arcturus assisted in the 
development of the Variable-Mu Tube. 
Most Variable-Mu receivers follow the 
characteristics of these Variable -Mu 
Tubes, justifying Arcturus’ endeavor to 
anticipate the trend of radio progress. 

Arcturus is proud to have once again 
introduced two tubes that are approved 
by leading radio manufacturers, and have 
helped bring about fundamental radio 
improvements. This is typicalof Arcturus’ 
pioneering spirit. Arcturus will always 
offer the latest types of tubes, insuring 
Quick Action and Lifelike Tone for the 
most up-to-date radio receivers. 


BREET UORUGERADIO TUBE COMPANYS 


| ARCTURUS 






Visit our Booth at 
the R.M.A. Trade Show, 
Chicago, June 8-12 


"NEWARK, 
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San Francisco League Holds 


. Election 
' Arthur E. Rowe, president, A. E. 
e Rowe Co., Inc., has been elected 


president of the San Francisco Elec- 
trical Development League succeed- 
ing Ernest Ingold, and W. A. Cyr, 


associate editor, Electrical West, has 
THE EMERSON Sos 
The following three new members 


were elected to the board of direc- 
tors: Al C. Joy, manager of public- 


ity, Pacific Gas and Electric Co.; 
Harry Thomas, manufacturers’ 
agent, and Edward Martin, Sterling 


Electric Co., contractor. The three 


° remaining members of the board who 
23-inch will serve for another term are 
. 4 George C. Tenney, editor, Electrical 

Air Circulator West; Charles Huyck, Graybar Elec- 


tric Co., and W. R. Marshall, West- 
inghouse Electric & Manufacturing 
Co. The new officials were inducted 
into office at the regular weekly meet- 
ing of the league on Monday, March 
2 through the medium of a burlesque 
playlet written by Al C. Joy, en- 
titled “The Crowning of King 
Arthur.” 


x * x 


Texas Graybar Makes Up 
Foursome 

Down at the Graybar Electric Co., 
Ft. Worth, Tex., a foursome has 
been made up of the following mem- 
bers: E. F. H. Haling, R. H. Mc- 
Atur, Ed. Copeland and John Fon- 
taine. Very strict rules have been 
made up on swearing, alibying, and 
swinging a club in anger, the rule 
breaker paying a fine for each of- 
fense. The proceeds are to be 
donated to the Red Cross and latest 


— your dealers increase their ' reports have it that the fund is grow- 
commercial and industrial sales. Tell For Cooling ing very rapidly. 

them about this new fan. Circulates L N fap ting 

unusually large volume of air hori- ong; arrow 








Concentrating on Appliances 
zontally— 3500 cu. ft. per min. Air- Rooms A chat with James H. Lavenson, 


plane propellor type blade. Slow one of the proprietors of Alexander & 


Lavenson, 739 Bryant St., San Fran- 
speed and fully enclosed motor for cisco, discloses the fact that they are 
quietness. Grease packed ball bear- 110 volts, 60 cycles, firmly entrenched in appliance busi- 
ings. Ceilings or column mounting. $50.00 list. ness, having closed out supplies about 
two years ago. While they are now 
SHE EMERSON BLBOERIO MPG. CO. handling some small appliances they 

2018 Washington Ave., Saint Louis . ° 
806 W. Washington Blvd., Chicago are devoting most of their efforts to 
ae: CE Seen ey: ee ee the heavy duty appliances, and are 
doing a good job on L. & H. ranges 
and Blackstone washers. Water 


heaters are also a large item. Their 
MERS ON S business is not departmentalized, the 
salesmen handling all lines. 
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Announcing... 
the NEW 











REGISTERED US PAT OFF. 


4A0-Watt Type C 


Gas Filled 


Whiter Light 


H*.. is new lighting luxury for your cus- 
tomers—new sales and larger profits for 
you! The white light, high efficiency and attrac- 
tive appearance of the new 40 Watt gas-filled type 
C Sylvania Lamp make an immediate appeal— 
and an immediate sale! 


Your customers will quickly appreciate two dis- 
tinct new features of this lamp— it is smaller and 
trimmer ;—specially adapted to wall brackets. Its 
increased efficiency gives 6% more light for the 
money. The price is no more than the 40 Watt 
vacuum lamp which it replaces. 


It is with real pride that we offer you this latest 
product of the Sylvania Laboratories. The highest 
standards have been built into every detail of its 
construction. It is planned to withstand shocks— 








to give 1000 hours or more service. Like all 
Sylvania Lamps, the new 40 Watt type C is the 
result of modern factory equipment backed by 
years of pioneering research. 


Be sure that this new Lamp is included in your 
stock. It means more sales for less shelf room. 
Price lists, including this new Sylvania lamp, will 
be sent you without obligation. Write Nileo Lamp 
Works, Inc., Emporium, Pennsylvania. 





REGISTERED U SPAT OFF 


Incandescent Lamps 


Licensed under General Electric Company’s Incandescent Lamp Patents 
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Rubber Covered Wire 
PAR EXCELLENCE! 


Crescent Rubber Covered Wire and Cable 


ILLUSTRATING THE LARGER SIZES 


CRESCENT Yes, we're apt to get just a trifle “high hat” 
PRODUCTS when we talk about Crescent Rubber Covered 


ee eee 
lect - . ‘ be 

ber Covered wire Wire and Cable, particularly the larger sizes. 
an a e, 


Intermediate Grade It’s unusual (except in Crescent wire) to find 


Ache § = 
able. da tas : 
vt tm ane tap, such extreme flexibility and such perfection of 
Imperial’ 30% Rub- 


ber Covered Wire ° 
and Cable. finish. 
“Crescent” Lead En- 


= en Crescent Rubber Covered Conductors are 


“Cres ga ee As ’ ’ ° : 
“Armored Bushed always easy to “fish.” There’s no stickiness or 
Cable. 


“Crescent” LeadCov- tackiness in the finish, regardless of climatic con- 
—— Armored 


“Crescent” Flexible 
Metallic Conduit, 


“Crescent” Varnished You and your customers can best appreciate 
Cambric Cable. 
Lead Encased or 


Braided. Crescent products by using them. Complete 


“Cresflex” Non-Me- . . . bee 
tallic Sheathea stocks in most principal cities assure you of 


Cable. 


All kinds of special prompt delivery. 


wires and cables. 


(RESCENT 


Insulated Wire and lable (. 


CRESCENT ARMORED WIRE CO. 
TRENTON N,v. 


ditions. 


FORTY-TWO YEARS OF KNOWING HOW IN EVERY CRESCENT PRODUCT 














Fulwiler and Chapman Have 
New Lines 

Fulwiler and Chapman, manufac- 
turers’ agents of Atlanta, Ga., have 
three new lines on which they are 
doing a fine job. They are now sell- 
ing Hammond clocks, the Pass and 
Seymour line of wiring devices and 
the Hankscraft egg cooker, milk 
warmer, and so forth. This firm 
covers six southeastern states. 


* * 


Loeb Electric Has New 
Display Room 
A new display room for fixtures, 
appliances, radio and so forth, has 
been added by the Loeb Electric Co., 
Columbus, O. 


* * 


Pacific Wholesale Co. Is 
Refrigeration Agency 

One of the many radio jobbers 
and distributors who have taken on 
agencies for ice refrigeration ma- 
chines in order that they may in turn 
distribute them to their dealers is 
the Pacific Wholesale, Inc., Sparton 
distributor in southern California. 
The company has acquired the 
agency for the Holbrook Refrigera- 
tion Co., whose factory is in Los 


Angeles. 
ee. 


Schools an Excellent Outlet 
(Continued from Page 5) 


Today they have everything from 
signal systems to machine shops and 
even printing plants. Modern heat- 
ing, ventilation and lighting practice 
call for large and costly installations. 
All these advances mean a much 
larger potential market for the elec- 
trical wholesaler. 

In many cases it will be found 
that certain electrical contractors have 
well established contacts with their 
local schools. These contacts make 
it much easier for the wholesaler to 
develop this market by working 
through such contractors. 

To the wholesaler who wishes to 
seriously go after school business, 
we suggest that he make a careful 
inspection of the list of equipment 
items for schools in the “What and 
Where to Sell” section of this issue; 
also that he make a survey for the 
purpose of checking the equipment 
already installed in the school build- 
ings in his territory against this list. 
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ih 


OUR 1931 


NOW IN 
ITS 


SECOND 
PRINTING 


SALES AND ADVERTISING .. . 


BLUE BOOK ...1S A SENSATION WITH DEALERS 
WHO WANT TO MAKE Big Money ... 


Ws had to go into a second printing of our 1931 
Sales and Advertising Blue Book! And there is 
still no let-up in the number of requests for the 
details on American Blower’s greatest sales and ad- 
vertising program in the electric ventilation field! 
There is no doubt about it. . . electrical contrac- 
tors and dealers are making 1931 an electric 
ventilation year. Our plan book shows them 
how to go after and get this business 
- « - in a big way. It shows dealers where 
their market is, how to classify prospects 


to dealers folders, mailing cards—direct mail lit- 
erature that is specially printed for them... with 
their own name and address actually printed on 
every piece of literature. Don’t lose a minute... 
mail the coupon below for your copy of this profit- 
building plan book. You will want to present it 
to your dealers who want to make BIG MONEY 
this year and during the years to come. 














and how to sell them. It makes available 


.- - | 


VENTILATING, HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 





American Rlower 


ED «noun EQUIPMENT SINCE 106+ 


MANUFACTURERS OF ALL TYPES OF AIR 


- & 


AMERICAN BLOWER CORPORATION, 6000 Russell Street, Detroit, Michigan 


I am interested in receiving a copy of your Blue Book. 


Name 





Street and Number 


Firm Name 





City —State (1134) 
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OAYANT 


SUPERIOR 
WIRING DEVICES 


AN ENDORSEMENT 


THE BRYANT ELECTRIC COMPANY 
after carefully studying 
“A Plan for Market Determination 
and 
Market Development” 
as developed by 


THE JOBBER’S SALESMAN 


takes pleasure in announcing enthusiastic endorse- 
ment of the plan and the desire to cooperate with 
Electrical Wholesalers and with the sponsors in its 
furtherance. 
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WHAT and WHERE 
to SELL 


N this section 1s contained 

a “Ready Reference” guide 
to the resale, contracting, in- 
dustrial, and commercial mar- 
kets. The information given 
should be considered in the 
light of a “Daily Reminder” 
to all jobbers’ salesmen of 


“What and Where to Sell.” 


Salesmen are invited to make any suggestions which will improve this section as a selling tool 
for them. Such criticism would also be appreciated from executives and sales managers of both 
wholesale and manufacturing concerns, 
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The Resale Market 





The numbers below indicate the actual outlets by their ratings: 


(1) excellent; (2) very good; (3) good; (4) fair. 


LASSIFICATION 
OF 


ELECTRICAL 
MERCHANDISE 


= 
< 


STORES 
DRUG STORES 


BATTERY SHOPS 
CIGAR STORES 
FURNITURE STORES 
GIFT SHOPS 
JEWELRY STORES 
LAMPS AND SHADES 
OFFICE SUPPLIES 
PLUMBING AND 
REFRIGERATION 
SPORTING GOODS 
TOY SHOPS 
VARIETY STORES 


AY | HARDWARE 


@ 


Heaters | / 
BATTERIES 


BROODERS 
CHRISTMAS 
TREE 


Gs IN] CENTRAL STATI 


G 
Re 
Gy 
wu 
Ww 


~. 
& 
W 


CHURNS 

CIGAR LIGHTERS 
CLOCKS 

CLOTHES DRIERS 
COOKERS 

CORDS Z 
CORD SETS 4 
CORN POPPERS 
CURLING IRONS 
DIMMER SOCKETS 
DISHWASHERS 
DOUGHNUT MOLDS 
EGG COOKERS 

EGG TESTERS 
EXERCISERS 

FANS 


FLASH LIGHTS 2iF 
FIREPLACE LOGS 


MINSK. [ROIS PRIA T STIS ISN TS 
WAIN ININT NTS DS [NIN 

Ly 1G | Gs} G | Gs | 9] w 

Wy [Gu ]Ro fad [Pe [Gy] BIG] [G]p 
PIBIGINPYMINT SPST S) pS] 


he 


NIN PS ININ 


FLOOR POLISHERS 
ACTORS 

FUSES 

GRItODLES 

GRILLS 

HAIR CLIPPERS 

HAIR DRYERS 

HEATERS, INSERT WALL 

HEATERS, PORTABLE 

HEATERS, WATER 

HEATER UNITS 

HEATING PADS 

HOT PLATES 

HUMIDIFIERS 

ICE CREAM FREEZERS 

INCUBATORS 

INSECT 

INSECTICIDE SPRAYERS 

IRONS 

IRONERS 


oI ba nd td 


—~IN NIN JAQ 
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The Resale Market 


The numbers below indicate the actual outlets by their ratings: 
(1) excellent; (2) very good; (3) good; (4) fair. 





RETAILER 





CLASSIFICATION 
OF 

ELECTRICAL 

MERCHANDISE 


AUTOMOBILE 
ACCESSORIES 
CIGAR STORES 
DRUG STORES 
FARM IMPLEMENTS 

AND MACHINERY 
GARAGES AND 
FILLING STATIONS 
FURNITURE STORES| 9 
GENERAL 


MERCHANDISE 
GIFT SHOPS 
FURNISHINGS 


HOUSE 





LAMPS, AUTOMOBILE 


™|BATTERY SHOOS 


, 
Ww 





LAMPS, INCANDESCENT 


® 
WIA 





LAMPS, HEALTH 





LAMPS, DESKS OR OFFICE 


aN 





LAMPS, TABLE OR BOUDOIR 





LIGHTING FIXTURES 


& ]Qy | Gs |] WY 
WY 





MILK WARMERS 





MIXERS, DRINK 
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MIXERS, KITCHEN 





MOLDED SPECIALTIES 


& 
bo 19 ey 
ks 





MOTORS, 
HOUSEHOLD. UTILITY 


DEPARTAAENT 
SABRE REIS RINSE stores 


NPS IA Ts PN ]Oo ARIAL TS [A Toaroware stores 
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OZONATORS 
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PAINT SPRAYERS 





PERCOLATORS 





PLATE WARMERS 





RADIO SETS 





RADIO TUBES 


09 1Qu 





RANGES 
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Gy} ds [QA TMININ 
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REFRIGERATORS 





SEWING MACHINES 


‘o) Gy | Gy | NS 


& 
S 





SKIN PATTERS 





SOLDERING !RONS 


~ 


™ 





STEAM RADIATORS 





TABLE STOVES 


Gy 


u 





TAPE 





TEA POTS 


Gy 





TIE PRESSERS 





TOASTERS 


KR] Ips 4 





TOYS 





TRAINS 


~ IN] R +p |e | 


MIIKS 





TROUSER PRESSERS 





URNS, COFFEE 
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VACUUM CLEANERS 
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VAPORIZERS 


"a 





VENTILATING FANS 
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VIBRATORS 





VIOLET RAYS 





WAFFLE IRONS 
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WASHING MACHINES 
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JEWELRY STORES 
LAMPS AND SHADES 
MACHINERY 
RETAILERS 
OFFICE SUPPLIES 
PLUMBING AND 
HEATING 
RADIO AND 
MUSIC DEALERS 
REFRIGERATION 
DEALERS 
SPORTING GOODS 
TOY SHOPS 
VARIETY STORES 


~ 


NIN 
Wid] ie 
KN IW | 

WIGS 


WwW JV} | do 


Ps 
p, 
XI} ]Gy | Gg PAD PN 


x 
da] foo] |W] 


Gy} Gs 
ANAS 






































76 THE JoBBER’SfA]SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 
THE CONTRACTOR MARKET FOR 


Residences and Apartments Commercial and 





Service and Meter Board Low-Tension System Temporary Wiring for 
Annunciators General and Sub-Contractors 
Cable: Lead, Rubber Covered Batteries Temporary Service 

Conduit and Fittings Bells and Buzzers Entrance Fittings 


—— Bell Transformers Entrance and Meter Switches 
i 4 Burglar Alarms — Racks and Wireholders 
Ground Clamps. Conduit and Fittings Conduit and Fittings 
House Racks and Wire-Holders Fibre Flexible 
Service F ittings Rigid Rigid 
Switches, Entrance and Meter Floor Treads Avegeet Cate ond Taieas 
Wire, Rubber-Covered Push Buttons iow wait Cane 
ae Mail Boxes Rubber Covered 
Distribution System Outlet Boxes Weatherproof 

Speaking Tubes Enclosed Switches 
Connie Bieid Telephones, Private Cut-outs and Boxes 

na Siteiie Siete Telephone Receptacles and Plates |Fyses 


: . for City Service Receptacle 
Conduit Elbows and Couplings Pp S 
Conduit Fittings Thermostats Sockets, Brass Shell 


Wire—Annunciator — Porcelain 
—Hangers aon Maal 
b Fitti aoe p Proo —Weatherproof 
pap then d nae —Telephone Motors and Control 


Non-Metallic Radio Wiring Heavy Duty Cords and Plugs 


Loom Antenna Circuit Reflectors 

Knobs, Tubes, Cleats Ground Circuit Flood Lights 

Boxes: Cut-out Radio Receptacles and Plates Lamp Guards 
Floor Central Radio System Incandescent Lamps 


Outlet . 
Box Covers General Lighting 
Box Hangers Decorative Lighting Bus Bars and Fittings 


Cut-outs 
foo Soir hig Far ome 


Fixture Studs including Incandescent Lamps : 
Rubber Covered Wire and Cable 6 P Fibre 


Convenience Outlets in Every Wall|Miscellaneous ; Rigid 
Receptacles: Bulls-Eye Bolts: Carriage, Expansion, Stove, {Ground Clamps 


—Heavy Duty Machine, Toggle Racks and Wireholders 

Fan Hangers Connectors: Cable Service Fittings 

Switches: Door —Wire Switches, Entrance and Meter 
—Enclosed Fuses Switchboard 
—Flush and Surface Locknuts and Bushings Wire, Rubber Covered 
—Single-Pole Pipe Straps 
—3 and 4-Way Screws: Lag, Machine, Wood Low-Tension System 

Plates : Combination Solder and Paste : 
—Convenience Outlet Tape, Friction and Rubber Annunciators 


—Receptacle Tools (see opposite page, Col. 3) [Batteries 
—Switch Additional Items for ns ane. Seenies 
onduit and Fittings 


' , ee Apartment Houses Door and Window Trips 
Including Special Circuits for Service or Transformer Vault Floor Duct and Fittings 


Clocks “esol d Floor Treads 
Firepl L ‘ Gongs 

ee Transformers 
Insert Wall Heaters Distribution System Boxes, Floor and Outlet 
Laundry Appliances Power Panels Receptacles and Plates 
Medicine Cabinets Distribution Panels Telephones, Private : 
Oil Burner or Stoker Sub-meters Transformers: Bell and Signal 
Range Exit Lights Wire, Annunciator 
Refrigerator Special Circuits, Motors and —Damp-proof Office 


Ventilating Fans . Control for Special Chrous for 
Elevators 


. Fire Alarms 
Garage, Outlets for eae Signal Systems Inter-Office Call Systems 
Lighting — Telegraph Call Signals 
Engine Heater Low Tension System Private Telephone Systems 
Vacuum Cleaner ‘Apartment House Telephone System) City Telephone Service 
Work Bench 'Door Openers Thermostatic Temperature Control 


Service or Transformer Vault 
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FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


NEW CONSTRUCTION WORK 


Public Buildings 





Distribution System 
Power Panels 
Distribution Panels 
Sub-Meters 
Conduit,Flexible and Rigid 
Conduit Elbows and Couplings 
Conduit Fittings 
Conduit Hangers 
Conduit Nipples 
Conduit Plugs 
Conduit Base and Fittings 
Chase Nipples and Couplings 
Floor Duct and Fittings 
Overhead Duct and Fittings 
Cable and Fittings 
Armored 
Non-Metallic 
Surface Metal Raceway and Fittings 
Wire and Cable 
Cable Supports 
Soldering Lugs 
Boxes: Cable 
Concrete 
Conduit 
Floor 
Metal 
Switch 
Box Covers 
Federal Bushings 
Fixture Studs 
Convenience Outlets 
Fan Hangers 
Receptacles 
Switches: Enclosed 
Flush 
Surface 
Plates: Combination 
Convenience Outlet 
Receptacle 
Switch 
Exit Lights 
Special Circuits, Motors and 
Control for 
Electric Signs 
Elevators 
Elevator Signal Systems 
Flood Lighting 
Pumps 
Stokers and Oil Burners 
Vacuum Cleaners 
Ventilating Apparatus 
Lighting Fixtures 
including Incandescent Lamps 
(see next page, Column 1) 
Miscellaneous 
Bolts : Carriage, Expansion, Machine, 
Store, Toggle 
Connectors, Cable and Wire 
Fuses 
Locknuts and Bushings 
Pipe Straps 
Screws: Lag, Machine, Wood. 
Solder and Solder Paste 
Tape, Rubber and Friction 
Tools (see Third Column) 

















Additional Circuits and Control for 


Commercial Garages 


Air Compressors 
Automatic Parking Systems 


|Brake Testing Machines 


Car Greasing Apparatus 
Car Washing Apparatus 
Door Openers 

Gasoline and Oil Pumps 
Machine Tools 

Portable Tools 
Vulcanizers 


*Hotels and Clubs 


Auto and Taxi Calls 
Central Radio System 
Paging System 

Cooking Equipment 
Kitchen Machinery 
Laundry Machinery 
Refrigeration Machinery 
Barber and Beauty Shop 
Valet 


*Hospitals and Institutions 


Central Radio System 
Emergency Lighting 
Nurses Call System 
Fluoroscopic Laboratory 
Therapeutic Laboratory 
X-Ray Laboratory 
Operating Room Equipment 
Cooking Equipment 
Kitchen Machinery 
Laundry Machinery 
Refrigeration Machinery 


Stores 


Beauty Parlors 

Interior Signs 

Restaurant 
Cooking Equipment 
Kitchen Maciiinery 
Refrigeration Machinery 

Show Case Lighting 

Show Window Lighting 


Theatres 


Auto and Taxi Calls 
Projection Booth Equipment 
Sound Equipment 
Spot Lights 
Stage Equipment 
Border Lights 
Foot Lights 
Dimmers 
Panels 
Stage Pockets 
Switchboards 


*See “COMMERCIAL MARKETS” for Itemized List of Equipment. 





*Schools 
Central Radio System 
Program System 
Emergency Lighting 
Assembly Hall 
Projection Booth 
Sound Equipment 
Stage Lighting 
Domestic Science Rooms 
Cooking Equipment 
Laundry Machinery 
Sewing Machines 
Laboratory Apparatus 
Manual Training Shops 
Electrical 
Forge 
Machine 
Pattern Making and Molding 
Restaurant 
Cooking Equipment 
Kitchen Machinery 
Refrigeration Machinery 


Industrial Buildings 
(See Industrial Market) 















Tools for All Jobs 

Armored Cable Tools 

Boring Machines 

Braces and Bits 

Circuit Testers 

Cutters, Bolt and Box 

Drills, Portable and Bench 

Fish Tape and Grips 

Grinders 

Hack Saws and Blades 

Hammers, Electricians 

Hammers, Electric 

Hickeys 

Hoists, Chain and Electric 

Knockout Punches 

Ladders 

Pipe Benders: Hand, Hydraulic 

Pipe Cutting and Threading 
Machines 

Pipe Tongs 

Pliers, Electricians 

Power Drives 

Punches 

Reamers 

Reels 

Saws: Hand, Electric and Rotary 

Screw Drivers: Hand, Electric 

Shears: Bar, Electric 

Solder Dippers 

Stocks and Dies 

Torches: Blow, Cutting 

Water Pumps 

Wire Measuring Machines 

Wire Grips 

Wire Strippers 

Wrenches: Pipe, Socket 

Vises and Vise Stands 
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THE CONTRACTOR MARKET (Continued) 





LIGHTING 
EQUIPMENT 


Commercial 
Industrial 
Outdoor 
Residential 





Commercial Units 





(ceiling and pendant) 
Direct 
Indirect 
Semi-Indirect 
Enclosed Glass 
Opal 
Polycase 
Prismatic 
Concealed Reflectors 
Corridor Units 
Daylight Units 
Floodlights 
Goosenecks 
Hospital Units 
Industrial Units 
Adjustable Arm 
Acid Proof 
Dust Proof 
Vapor Proof 
High Mounting 
Interior Signs 
Outdoor Standards 
Pit Units 


Show Window 
Foot Lights 
Floodlights 
Reflectors 
Spot Lights 

Special Reflectors for 
Bank Cages 
Cove Lighting 
Pictures 
Refrigerators 
Signs 
Show Cases 
Wall Cases 


Street Brackets 


Standard Reflectors 
Angle 
Cone 
Concentrating 
Distributing 
Flat 
Half 
Parabola 
RLM Dome 
Theatre 
Aisle Lights 
Border Lights 





Foot Lights 
Stage Lights 
See Manufacturers’ Bulletins on Special 
Applications for: 
Airports 
Banks 
Churches 
Clubs 
Floodlighting 
Hospitals 
Industrial Plants 
Office Buildings 
Residences 
Schools 
Service Stations 
Show Rooms 
Show Windows 
Sport Lighting 
Street Lighting 


MAINTENANCE AND REPAIRS 


Motors, Industrial Plants, Commercial and Public Buildings, Signs, Etc. 


INSTALLATION OF EQUIPMENT 


Oil Burners, Pumps, Refrigeration, Low-Tension Signals, Motor-Driven Machinery, 


Ranges, Water Heaters, Sou 


Accessories 


Attachment Plugs and Caps 

Batteries 

Bead Chain 

Color Caps 

Drop Lights, Complete 

Extension Cords, Complete 

Fixture Cord and Wire 

Portable Cords: All-Rubber, Art-Silk, 
Cotton, Heater, Lamp, Weather- 
proof 

Cord Connectors 

Flashlights and Batteries 

Fuses: Plug, Enclosed, Renewable 

Fuse Links 

Fuse Wire 

Incandescent Lamps 

Lamp Coloring 

Lamp Guards 

Luminous Buttons and Pendants 

Molded Specialties 

Shade Holders 

Solder and Solder Paste 


Insulating Materials 


Compounds, Filling and Sealing 

Cotton Cords, Twines and Sleeving 

Fibre 

Insulating Papers 

Mica 

Paints, Oils, Shellacs and Varnishes 

Tapes: Asbestos, Cotton, Friction 
Mica, Rubber, Varnished Cloth 

Varnished Cloth and Silk 


Lighting Equipment 
Glassware Replacements 
Reflector Replacements 
Additional Units 

(See First Column this page) 


Low-Tension Equipment 


Annunciators 

Bells and Buzzers 

Desk Buttons 

Door and Window Trips 

Floor Treads 

Gongs 

Insulated Nails and Staples 

Push Buttons 

Telephones 

Wire, Annunciator 
Damp-proof Office 
Telephone 


Tools (See List for New Construction) 


Wiring Materials 


Armored Cable 
Armored Cable Fittings 
Boxes: Cable and Loom 
Concrete 
Conduit 
Cutout 
Floor 
Outlet 
Switch 
Utility 
Box Covers 
Box Hangers 


nd Equipment, Stokers, Etc. 


Cable: Armored 
Non-Metallic 
Lead-Covered 
Park 
Rubber Covered 
Stage 


Capacitors 
Connectors, Cable and Wire 


Conduit: Fibre 
Flexible Metal 
Rigid 
Conduit Elbows and Couplings 
Fittings 
Hangers 
Nipples 
Plugs 


Cutouts: Plug 
Enclosed 


Federal Bushings 

Fixture Studs 

Floor Duct 

Fuse Blocks 

Knobs, Tubes and Cleats 
Locknuts and Bushings 

Surface Metal Raceway and Fittings 
Overhead Duct and Fittings 

Panel Boards 

Pipe Straps and Clamps 


Plates: Blank 
Combination 
Radio 
Receptacle 
Switch 
Telephone 


Receptacles: Flush 
Heavy-Duty 
Radio 
Sign 
Surface 
Weatherproof 


Rosettes: Brass Shell 
Porcelain 
Weatherproof 


Steel Tubing 
Soldering Lugs 


Switches: Canopy 
Enclosed 
Entrance 
Flush 
Knife 
Meter 
Motor Starting 
Panel 
Pendant 
Pull Cord 
Remote Control 
Safety 
Surface 
Time 

Weatherproof Fittings 


Wire: Asbestos Range 
Rubber Covered 
Slow Burning 








Theatres 





Busbars and Fittings 


Weatherproof 
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COMMERCIAL MARKET for ELECTRICAL EQUIPMENT 





Hotels and Clubs 


For General Use 


Air Purifiers 

Auto and Taxi Calls 
Central Radio System 
Clocks for All Rooms 
Cord Sets 

Exit Lights 

Fire Alarm System 
Floor Scrubbers 
Illuminated Ornaments 
Incandescent Lamps 
Lighting Fixtures 
Paging System 
Portable Lamps 
Telephones, Private 
Vacuum Cleaners 
Ventilating Fans 


Barber and Beauty Shops 


Curling Irons 
Hair Clippers 
Hair Driers 
Sterilizers 

Sun Lamps 
Water Heaters 


Guest Rooms 


Bed, Desk, Floor and Table Lamps 
Fans 


House Physicians 


Sterilizers 
Sun Lamps 
Vibrators 
Violet Rays 


Laundry 


Driers 

Flat Irons 

Ironing Machines 
Washing Machines 


Kitchen and Serving Stations 


Broilers 

Coffee Mills 

Coffee Urns and Urn Heaters 
Doughnut Molds 
Drink Mixers 

Egg Cookers 

Fireless Cookers 
Food Mixers 

Food and Plate Warmers 
Fruit Juice Extractors 
Fudge Warmers 
Griddles 

Grills 

Hot Plates 

Ice Cream Freezers 
Ovens 

Ranges 

Sandwich Toasters 
Toasters, Commercial 
Steam Tables 

Waffle Irons 


Lobby 


Fireplace Logs 
Desk, Floor and Table Lamps 
Radio Sets 


Rental to Guests 


Curling Irons 
Exercisers 

Fans 

Hair Driers 
Heating Pads 
Midget Radio Sets 
Sun Lamps 


Valet 


Tailor Irons 
Tie Pressers 





| Hospitals and Institutions 


For General Use 


Air Purifiers 

Auto and Taxi Calls 
Central Radio System 
Clocks for All Rooms 
Cord Sets 

Emergency Lighting 
Exit Lights 

Fans 

Fire Alarm System 
Flash Lights and Batteries 
Floor Polishers 

Floor Scrubbers 
Incandescent Lamps 
Lighting Fixtures 
Nurses’ Call Systems 
Portable Lamps 
Telephones, Private 
Vacuum Cleaners 
Ventilating Fans 


Kitchens and Serving Stations 


Broilers 

Coffee Mills 

Coffee Urns and Urn Heaters 
Double Boilers 
Doughnut Molds 
Drink Mixers 

Egg Cookers 

Fireless Cookers 
Food Mixers 

Food Warmers 

Fruit Juice Extractors 
Fudge Warmers 
Griddles 

Grills 

Hot Plates 

Ice Cream Freezers 
Ovens 

Percolators 

Plate Warmers 
Ranges 

Sandwich Toasters 
Toasters, Commercial 
Steam Tables 

Waffle Irons 


Laundry 


Driers 

Extractors 

Flat Irons 

Ironing Machines 
Washing Machines 


Laboratories 

Fans 

Hot Plates 
Immersion Heaters 
Lamps, Adjustable 
Sterilizers 


Operating Room 
Special Lighting Units 
Sterilizers 

Ventilating Fans 


Wards and Private Rooms 


Atomizers, Therapeutic 
Bed Lamps 

Cigar Lighters 
Curling Irons 
Dimming Sockets 
Exercisers 

Hair Clippers 
Hair Driers 
Heating Pads 
Midget Radio Sets 
Sun Lamps 
Vibrators 





Violet Rays 











Schools 


For General Use 


Air Purifiers 
Annunciators 

Central Radio System 
Clocks for All Rooms 
Cord Sets 

Emergency Lighting 
Exit Lights 

Fans 

Fire Alarm System 
Floor Polishers 

Floor Scrubbers 
Gongs 

Incandescent Lamps 
Lighting Fixtures 
Portable Lamps 
Program System 
Telephones, Private 
Vacuum Cleaners 


Assembly Hall 


Radio Set 
Stage Lighting Equipment 


Class Rooms 
Radio Sets 


Hospital or Infirmary 


Exercisers 
Heating Pads 
Sterilizers 
Sun-Lamps 
Vibrators 
Violet Rays 


Laboratories 


Fans 

Hot Plates 
Immersion Heaters 
Lamps, Adjustable 
Sterilizers 


Restaurant and 
Domestic Science Room 


See Kitchen under Hospitals 


Manual Training Rooms 


Blowers 

Electric Tools 
Glue Pots 

Lamps, Adjustable 
Motors 

Soldering Irons 


Restaurants 


For General Use 


Air Purifiers 

Auto and Taxi Calls 
Exit Lights 

Floor Polishers 
Floor Scrubbers 
Incandescent Lamps 
Lighting Fixtures 
Vacuum Cleaners 
Ventilating Fans 


Dining Room 

Cigar Lighters 
Clocks 

Fans 

Individual Percolators 
Individual Toasters 
Radio Set 

Table Lamps 


Kitchen 


See under Hospitals. 
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INDUSTRIAL MARKET 




















RVICE INOUSTRIES MANUFACTURING INDUSTRIES 














| | 
EXTRACTIVE PUBLIC PUBLIC CONSTRUCTION 
INDUSTRIES UTILITIES WORKS 


Metal and Non-Metallic- | Electric Light & Power —_ Highways and Streets Construction Companies 
Smelting & Refining (See Below) Companies Waterworks and Sewerage General and Sub- Contractors 
Coal Gas Companies Irrigation & Reclamation 
Quarries (See Process Industries) Harbors, Rivers, Canals 
Petroleum and Natural Gas Marine 

Steam Railroads 

Electric Railways 

Automotive . Transportation 

Passenger 
Freight (Trucking companies) 
Telephone Companies 















































PROCESS FOOD — METALREFINING METALWORKING TEXTILE VW/OOD MISCELLANEOUS 


INDUSTRIES INDUSTRIES INDUSTRIES INDUSTRIES INDUSTRIES INDUSTRIES = iNDUSTRIES 


Acids, Chemicals and Bakery Products Smelting & Refining Mech. Machinery Cotton Goods Logging Camps& Leather Footwear 
Chemical Preparations Canning & Preserving Non-Ferrous Electrical Machinery, Knit Goods Bw Mills Marble & Stonework 


Brick and Other Clay Confectionery Blast Furnaces Equipment & Radio Woolen and Independent Planing Mills. Tobacco 

Products and Ice Cream Steel Works and Automotive Worsted Goods Fumiture — Musical Instruments 
Coke Dairy Products Rolling Mills Cars & Locomotives Clothingand Boxes and Phonographs 
39 = peace: Flour & Grainmill Products Ship &Boat Buildings Fur Goods Paper Products 


Explosives Slaughtering and Railroad Repair Shops Silk Goods Printing & Publishing 
Fertilizers Meat Packing lron and Steel Products 
Glass Manufactured Ice Metal Products other 
leather than'lron and Steel" 
(Tanned, Curried and Finished) 

Lime and Cement 

Manufactured Gas _ 

Oil, Cottonseed and Linseed 

Paints and Varnishes 

Paper and Wood Pulp 

Petroleum Refining 

Rayon 


Rubber Goods 
z0ap Refining 
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THE INDUSTRIAL MARKET 



































Conduit: Fibre 

Flexible Metal 

Rigid 
Conduit Fittings 
Conduit Hangers 
Locknuts and Bushings 
Steel Tubing 
Cable, Armored 

Non-Metallic 
Cable Fittings 
Connectors, Cable and Wire 
Surface Metal Raceway and Fitti 
Overhead Duct and Fittings: 

Bus, Trolley, Wire 
Wire— 

Annunciator 

Damp Proof 

Fixture 

Fuse 

Magnet 

Resistance 

Telephone 
Wires and Cables 

Asbestos 

Bare Copper 

Galvanized 

Mining 

Parkway 

Rubber Covered 

Slow Burning 

Stage 

Trolley 

Varnished Cambric 

Weather Proof 

Wire Holders 
Cords— 

All-Rubber 

Fixture 

Heater 

Lamp 

Portable 

Weather Proof 
Boxes 

Cable 

Concrete 

Conduit 

Floor 

Metal 

Switch 

Box Covers 
Wiring Devices 

Fuses 

Receptacles and Plates 

Sockets 

Switches and Plates 
Panel Boards 
Switchboards and Fittings 
Bus-Bars and Fittings 


Switches 
Enclosed 
Float 
Knife 
Oil 
Meter 








Wiring and Maintenance Items 


Switches—Continued 
Motor Starting 
Safety 
Time 

Circuit Breakers 

Capacitors 

Relays 

Resistors: 


Current Limiting 
Grid 


= Rod 
Weather Proof Fittings 


Incandescent Lamps 
Lamp Guards 
Lamp Coloring 
Insulating Materials 
Compounds, Filling and Sealing 
Cotton Cords, Twines and Sleeving 
Fibre 
Mica 
Paints, Oils, Shellacs, Varnishes 
Papers 
Tapes: Asbestos, Cotton, Friction 
Mica, Rubber, Varnished Cloth 
Varnished Cloth and Silk 
Transformers 
Auto 
Bell 
Current and Potential 
Distribution 
Power 
Sign 
Signal 
Meters 


Instruments 
Portable 
Switchboard 

Tools, Electricians 

(See list under Contractor Market) 

Tools, Linesman’s 

Poles 

Cross-Arms 

Pole Line Hardware 

Trolley Hardware 

Insulators 
Glass 
Mine 
Porcelain 
Strain 
Insulator Supports 

Pot Heads 

Lightning Arrestors 

Choke Coils 


Equipment Items 
Batteries 
Clocks 
Cooking Equipment for 

Cafeterias, etc. 
(See Hotel Kitchens under 

Commercial Markets) 

Emergency Lighting Systems 





Generators 


Heaters 
Air 
Cartridge 
Radiant 
Space 
Unit, Fan Type 
Humidifiers 
Laboratory Equipment 
Hot Plates 
Immersion Heaters 
Lighting Equipment 
Adjustable Arm Fixtures 
Acid Proof Units 
Dust Proof Units 
Floodlights 
Glasssteel Diffusers 
Glassware 
High Mounting Units 
Ornamental Standards 
Reflectors: RLM, Cone, 
Extensive, Intensive 
Street Brackets 
Vapor Proof Units 
Servicing Hangers 


Motors and Control 
Automatic Control 
Motor Starting Switches 
Remote Control 

Pulleys: Fibre, Iron, Steel 

Miscellaneous 
Glue Pots 
Paint Sprayers 
Soldering Irons 
Solder Pots 

Ovens: Annealing, Baking 


Portable Tools 
Blowers 
Buffers and Polishers 
Electric Hammers 
Electric Drills 
Electric Saws 
Electric Screw Drivers 
Grinders 
Metal Cutters 
Sanders 
Pumps 
Rectifiers 
Rectifier Elements, Dry 
Rectifier Tubes 
Refrigerating Equipment 
Regulators: Voltage, Current 
Signal Equipment 
Annunciators 
Bells and Buzzers 
Burglar Alarms 
Call Systems 
Fire Alarms 
Gongs 
Sirens 
Telephones 
Supervisory Equipment: 
Power, Signal 
Ventilating Equipment 
Blowers 
Exhaust Fans 








Man-Cooling Fans 
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URRAY 


SAFE IF ¥ SmwLtICHES 








CITY BANK 
FARMERS 


TRUST CO. 
NEW 
YORK 


F 
D PELLAPLERAE > 








” 
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"ow ERR SR PAMEAB EBT L POLLED 


Both of these boys started with E. S. 
A & E. Co., Albany, N. Y., on September 
18, 1916, and now they own the com- 


MURRAY pany. They are Robert G. Powers, 


vice-president and treasurer on the left, 


METERING and Gregory W. Henzel, president on 


the right. Henzel started as a stock 


EQUIPMENT clerk, and Powers as a stenographer. 


As was always the policy of J. O. 
INSTALLATION Morris, former president of the com- 
pany, to promote from within, these 
boys worked up until Henzel became 
general manager, and Powers credit 
manager and general purchasing agent. 
In February, 1929, Henzel and Powers 
took over the control of the company. 




















* 








I Have Been Selling Indus- 
trials for 28 Years 
(Continued from page 10) 
| terial requires special discussion. This 
| means that I do not actually write 
| many orders and can give more time 
| to working with the buyers on prob- 
| lems. This system requires that the 
| boys in the office and store handle 
the customers quickly and accurately 
over the wire and appreciate the 

service I get along the line. 

To make sure the customer fully 
understands each proposition and to 
Clyde R. Place | make it easier for him to send in the 

Engineer | order in case it must be taken under 
a advisement, I often carry samples to 
‘ the plant for demonstration or ex- 

Electrical Work ; 1. apace ; 
planation. There seems to be an 
added attraction to the buyer if he 
actually sees the device, and it makes 


discussion briefer and more _ pro- 

METROPOLITAN *« 
I try to concentrate on large prob- 
y lems during my calls for two reasons. 
DEVICE GORPORATION The orders thus secured afford more 
volume and profit, and the buyers 


1250 ATLANTIC AVENUE | naturally remember a man better and 


feel closer to him if he is willing to 


BROOKLYN: NEW YOR K _ work hard with them on larger and 
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A new G-E Floodlight 
that will bring big profits — 
t’s the new Novalux HANDY 








G-E Novalux Handy 





and it sells 
at 


> 8.40 


HERE’S a big business opportunity for 

this light-weight, thoroughly efficient, 
portable G-E floodlighting projector. It 
weighs just 2 pounds and 14 ounces, takes a 
standard 100-watt inside-frosted lamp, andis 
easily adjustable at any angle. It was designed 
by G-E floodlighting engineers and the G-E 
Illuminating Engineering Laboratory. 


Its name—G-E Novalux Handy; and the retail 
price is $8.40. 


This, in a nutshell, describes the new arrival 
—but twenty pages would be needed to 
cover all the sales possibilities. It has scores 
of uses where a large projector would not be 
justified. In suburban homes, city dwellings, 
garages, farms, it will be welcomed for its 
obvious, inexpensive protection of property 
and illumination of night work. 


Floodlight At wayside stands, parking areas, and tourists’ camps, it will serve purposes 
of publicity as well as of practical use. And at holiday times it will furnish 
easy-to-use decorative lighting. 


It is packed in a substantial carton, all ready for delivery to purchasers, 
and may be obtained from the General Electric Supply Corporation and 


other G-E merchandise distributors or from any G-E sales office. 





nd 


nd 


JOIN US IN THE GENERAL ELECTRIC PROGRAM, 


GENERAL @ ELECTRIC 


AND ENGINEERING 


r EVERY SATURDAY EVENING ON A NATION-WIDE N.B.C. NETWORK 


710-121 


SERVICE N PRINCIPAL Cities 
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Sales Security 


Any contractor you 
once sell IDEALS to— 
stays sold. Notice the 


|harder propositions. This system can 
‘be followed without neglecting any 
small items needed. 

Industrial districts differ in the 
number and character of the fac- 
tories and that is why I believe any 
man’s success depends on his fitting 
his sales plan to the trade he has 
to sell. 


x 1 ok 


We are Specializing on 
Resale Lines 


(Continued from page 13) 


others the cheaper ones. It depends 
mostly on the temperament of the 
dealer. In one district with a large 
foreign population of working peo- 
ple many expensive combination 
radio and phonograph sets are sold. 
The reason lies in the fact that the 
older generation of foreigners like 
to hear phonograph records in their 
native tongue while the sons and 
daughters prefer the radio. There- 
fore the more expensive sets please 
the entire family. 

Our policy of “wholesale only” 
another big. help in winning the co- 
operation of dealers. Sales of re- 
frigerators, washers, ironers, and se 
forth, are made to franchised dealers 
only. Frequently a good customer 
who does not:sell these items will 
place an order for, say a radio, which 





MCGILL 
NEWS 


Published Monthly by McGill Manufac- 
turing Company, Box 658, Valparaiso, 
Indiana, to bring you friendly thoughts 
and news about electrical specialties of 
quality. 





MAY 1931 No. 8 of a Series 





Not a Battle 
of Wits eee 


“Buying and selling at its best is 
a cooperative process —not a 
battle of wits; and only those 
transactions in which the buyer 
and seller both profit count in the 
long run.” That is undoubtedly 
the most important reason why 
McGill Electrical Specialty sales- 
men find business better than 
most of their traveling brothers. 

The LEVOLIER switch pictur- 
ed below has an enviable reputa- 
tion for effectively improving 
lighting conditions and saving 
many dollars of expense in manu- 
facturing plants across the coun- 
try. 

By the way, are you getting the 
large monthly edition of the 
McGill News? We’ll be glad to 


vise -like grip of the send it to you at your “say so.” 
spiral spring insert im- 
bedded in the moulded 
material. This spring in- 
sert threads itself onto 
the copper conductors 
and acts as a current 


carrying sleeve. 


U. S. Patent No. 1,700,985. 
{ininsomont will be vigor- 


ously prosecuted. 


IDEAL 


WIRE 
CONNECTORS 


S Ideal Commutator Dresser Co. 
4 1047 Park Ave., Sycamore, Illinois 


he wants for his own use or that of 
some friend. This good friend of 
the customer will usually shop in the 
store of the dealer before attempting 
to use influence in getting a discount 
and in any case the franchised dealer 
is entitled to the sale. 

Usually we find some way of turn- 
|ing the customer over to a franchised 
dealer without affecting our pleasant 
relations. If the item in question is 
an electric range we point out that 
the contractor dealer is the man to 
see because he can install and guar- | 
antee the range while as we make 
no installations we could not guaran- 
|tee the job. Moreover the contractor 
| would be likely to make some conces- 
|sion on the installation price if he 
|was able to sell the range. There 
|are numerous advantages in dealing 
|with the franchised dealers and we 
|stress them in such cases. 
| In estimating sales quotas we do 
‘not follow the policy of many manu- 
|facturers in using the number of 
'wired homes as a basis. There are 
‘certain localities where the number 
.of wired homes is not an indication | 
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Strength 4 B 


to the Wiring Job 


The SPEED of the simplest, easiest-to-install fan 
hanger. Fits in STANDARD 4” -square outlet box. 


The STRENGTH of a 4-point suspension capable of 
supporting a weight many times that of the fan. 


The BEAUTY of an all-BAKELITE Receptacle, with 
finding grooves to guide the plug prongs into the 
double-contact jaws. Brass plate completes this 
attractive unit which makes such a quick appeal to 
your customers. 


Price is extremely attractive to the Contractor; instal- 
lation-cost surprisingly low. . . 


For Stud Mounting—No. 7751: Wireman twists 

hickey of hanger outlet firmly on stud of box. Inserts 

long holding screws into licker: fastens to box 

cover; puts on plate: inserts fan screw. 

For Clamp Mounting: No. 7750 includes clamp illu- 

strated at right. Two fastening screws go in mounting 
late and upturned lugs hold clamp firmly against 
Ox cover. 


Complete data-sheet for the asking. 


eauly 


Af right — Clamp 


for clamp mounting 


Specify 


No.7751-Stud Type 
NoJ750-Clamp ype 


Fe 
ry 





‘ 


HART & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 











86 


THE JOBBER’SJSALESMAN 





FOUNDED ON 


Double Duty Line 
for 


Commercial Installations 


Go after the stores, shops, restaurants, 
etc., in your territory. Show them how 
they can brighten up their place of busi- 
ness and attract new trade by installing 
new hanger equipment. 


This business is easy to get if you show 
and tell them about the Amco Double 
Duty Line. Made to harmonize with 
both plain and modernistic glassware. 
Finished in Statuary Bronze or pewter. 
But two numbers of the Amco Double 
Duty Line are shown. Write for our 
complete catalog showing the complete 


THE BELIEF THAT THE SALESMAN. OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


of purchasing power, any more than 
population. Our largest dealer in 
appliances is not located in the 
largest town in the territory. The 
personal knowledge of the sales man- 
ager on conditions is the best guide 
to the quota basis that we have 
found. 

When choosing a new specialty we 
consider : 

1. The product itself. Can our 
customers be made to want it? Will 
it stand up under hard use and re- 
quire a minimum of repairs? Will 
its distribution add to our reputation 
as dependable jobbers? In the South 
customers are influenced by the rec- 
ommendation of jobbers more than 
elsewhere and for that reason the 
very existence of the jobber depends 
on how well he preserves this faith 
placed in him. 

2. The standing of the manufac- 


Line. turer is important to us, just as the 


standing of the jobber is important 
to the dealer. 

3. The policy of the manufacturer 
is considered. We do not care to 
do sales promotion work on a line, 
establish it on a firm basis and then 
have the manufacturer turn to other 
channels of distribution. There must 
be a clear cut understanding on this 
point before a line is accepted. 


THE ART METAL CO. 


“Hanger Specialists’ 
1800 E. 38th Street 
CLEVELAND -:- OHIO 











THEY STAND 
THE TEST! 


EMINGRAY Glass Insu- 

lators combine high 
quality and a record of long 
and satisfactory service. 
No wonder they continue to 
be “best sellers” for jobbers 
and their salesmen. Hem- 
ingray Glass Insulators are 
recognized as standard equip- 
ment by your contractors. 


HEMINGRAY GLASS COMPANY 
MUNCIE INDIANA 


You are fully 
protected by a 
strict jobber 
policy. Concen- 
trate your 
sales efforts on 
Hemingray Glass 
Insulators. .. . 
Steady and profit- 
able year ’round 
repeat business 





William (Bill) Trautwein, secretary 
and sales manager of the Philip Cass 
Co., Philadelphia, is also captain and 
anchorman on the Cassco Bowling Team 
and he is so good that the other four 
men are only on the team so that it may 
be entered in the Philadelphia Electric 
Rowling League. This was taken either 
on the sands of Atlantic City or beau- 
tiful Burlington Island on the Delaware 
wheré “Bill” has spent many happy 
hours playing pinochle with his father- 
in-law. 


HEMINGRAY 


GLASS INSULATORS 
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BIDDING 





RE 
AT TRONT 


By, d 
: 


Tem = The Wigginton SQUARE D 


Voltage Tester tests without lamps. 


Furthermore it indicates on a plainly-marked scale the 
voltage, tells whether the current is A. C. or D. C., deter- 
mines 60 cycle and 25 cycle circuits, is built to withstand 
hard usage, protects both the operator and the equip- 
ment and is so compact that it will fit comfortably in 


the pocket. 


Other advantages of the Wigginton SQUARE D Voltage 


Tester include long rubber covered lead wires with needle- 


Affiliated with 
DIAMOND ELECTRICAL MFG. 
co. td. 


Los Angeles San Francisco 













SQUARE D COMPANY, CANADA, 


LTD., WALKERVILLE, ONTARIO ELECTRICAL 























—s Ey ro 


4 


like metal points with which to pierce the insulation 
of wires without injuring or destroying the insulation. It is 


built in two types— 32-volt capacity and 550-volt capacity. 


Leading electrical jobbers and dealers in all parts of 
the country stock these testers— they may be purchased 
with ease. If you do not know the name of your nearest 
dealer or jobber call the nearest SQUARE D branch office 
or write directly to the SWITCH AND PANEL DIVISION, 
SQUARE D COMPANY, 6060 RIVARD ST., DETROIT, 


MICH. 


Factories at 
DETROIT, MICHIGAN, MILWAU. 
KEE, WISCONSIN, AND _ PERU, 
INDIANA 





SQUARE D COMPANY 


EQUIPMENT OF TEXAS 





Toronto Montreal 








Houston 
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MANUFACTURERS’ 


F. R. Bacon Heads 
Cutler-Hammer 

During a special board meeting 
cf Cutler-Hammer, Inc., Milwaukee, 
on April 14, F. R. Bacon was elected 
president. Mr. Bacon was previ- 
ously chairman of the board. His 
election to the presidency and the 
abolition of the chairmanship office 
came as a result of the recent death 
of Beverly Worden who was for 
some years president of the company. 
Other officers elected at the meeting 
were: F. L, Pierce, vice-president ; 
J. C. Wilson, vice-president; H. F. 
Vogt, treasurer, and W. C. Stevens, 
secretary. 


News 


Current news of changes in personnel and location. 
Illustrations of new and improved products and an- 
nouncements of latest literature 


C. A. Dostal Gets New 
Appointment 

Charles A. Dostal, who from 1921 
to 1929 was middle west manager 
of the Westinghouse Lamp Co., and 
more recently vice-president and 
general sales manager of the Amer- 
ican Flyer Mfg. Co., Chicago, has 
been appointed regional sales man- 
ager of the central, southwestern 
and northwestern districts of the 
new merchandise organization of the 
Westinghouse Electric and Mfg. Co. 
Mr. Dostal will be headquartered at 
the 20 N. Wacker Drive sales offices, 
and will supervise the sales of 
refrigerators, radios, domestic house- 
hold appliances and rural electrifica- 
tion equipment through the present 
merchandising staffs in the Chicago, 
Pittsburgh and St. Louis districts. 


* *« * 


A. S. Deveau is Manufac- 
turer’s Representative 

A. S. Deveau is now operating a 
manufacturer’s representative at 200 
Fifth Ave., New York, handling the 
following lines: Beardsley and Wol- 
cott Mfg. Co., on “Torrid” elec- 
trical appliances with factories lo- 


cated at Waterbury and Waterville, 
Conn:; M. H. Rhodes, Inc., on 
“Mark-Time” automatic type 
switches with factories located at 
New Haven, Conn. 

x * Ox 


P. L. Hoadley Passes Away 

P. L. Hoadley of the Hoadley- 
Brookes Co., electrical manufac- 
turers’ agent, and for the past six 
years, executive secretary of the 
Electric Club of Seattle, died at his 
home in Seattle on March 27, fol- 
lowing a brief illness. He was 71 
years of age, and is survived by his 
wife. Mr. Hoadley was formerly 
identified with the Westinghouse 
Electric & Manufacturing Co. in 
Seattle, and at the time of his death 
represented Stanley & Patterson and 
I. M. Frink & Co. 


* *« * 


Apex Rotarex Opens 
New Quarters 
The Apex Rotarex Corp. opened 
its new quarters in Chicago on April 
15 and 16. The Chicago offices are 
located at 1380 Old Colony Bldg. A 
display of the corporation’s 1931 
electrical appliances was also held. 





Members of the recently organized merchandising depart- 
ment of the Westinghouse Electric & Manufacturing Co. 
met in Mansfield, O., recently for the first general meeting 


of the department. 


Together with officials of the company, 


interested in sales, they threshed out the final details of the 
organization and put the new unit into action. 
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“better than expected”’ 
that’s TRICO performance 


On January 17th, one year after 
installing TRICO Fuses, an Elec- 
trical Engineer (name on request) 
wrote to us as follows: 


“We had no idea that the 
600 Amp. TRICO Fuses 
would perform nearly as well 
as we have experienced in 
our plant. Other fuses blew 
out four or five times a week, 
also burned up two or three 
casings. Since TRICO has 
been installed, there has not 


been a single burn-out on 
this particular circuit 

We can frankly say that 
TRICO performance is bet- 
ter than expected.” 


See what TRICO 600 Amp. 


fuses saved this customer. 


—, 






3—600 Amp. 250 V. bare link fuses @ $6.60 each $ 19.80 


260 blows for the period of 52 weeks, each b 


low 


requiring 4 150 Amp. links, a total of 1040 links 


Superior 








Time Lag 


PI Og a eee ered lees erate atiuts as 93.60 
2 casings per week for 52 weeks — 104 fuses @ — 
I ig ane ine WPl iw ein x Oe Beas a. care abate 686.40 Originated and Pioneered by 
600 workmen in this plant. Time out each blow TRICO for 14 years. 
fa OU Ae ok ce canaleen pacts 222? : 
Total original and maintenance cost of bare link = ; 
fuses for 1 year (exclusive of production loss).. 799.80 The powder-packed element in TRICO Renewable 
— —- 250 V. ic eaiel nase me @ =e Fuses produces a natural Time-Lag, and the copper- 
ninhaniiacimaainede to-copper contacts create another money-saving factor 
SAVING in favor of TRICO for 1 year (exclusive PE : ; i clini 
ee I Noo ko ko RS ORS Oo eit $780.00 —Reduced Watt Loss. 


And They Cost No More Than Other Renewable Fuses 
TRICO FUSE MFG. CO., 1004 McKinley Ave., Milwaukee, Wis. 


ih 








REG. U. S. PAT. OFF. 





FUSE PULLERS 
Fer ‘safe pulling of Fuses. Genuine | Reduces Resistance, Preserves Clips 
ey Enos: proof horn fibre. 4 set) Keone Fuses. Sizes to fit all Clips. 
ee Sag ase Shee Sees ae Re Sige ga 


“Powder- 
Packed” 





CLAMP FOR “FUSE CLIPS. 

















| CoLORTOP PLUG FUSES. 
Tells instantly the capacity of a Fuse 





Py, its colors é coe colors. 5 5) = 








NON-RENEWABLE FUSES 


* Built for service, not 
~. down to's price. 





3 
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They LOOK good-- 


they ARE good! 


BlueBell 


DOOR BELL 
TRANSFORMERS 


--are THERE for 
APPEARANCE, 
PERFORMANCE 
& DURABILITY 


But their attractive appearance 
BlueBell 
They are pri- 


is a side issue with 
Transformers. 
marily made for dependability. 
When you install a BlueBell, 
you’ve done a permanent job, 
for no BlueBell has ever worn 
It is 


conscientiously built to give 


out or failed to work. 


lasting, faithful performance. 
Our guarantee is unlimited. 
That’s why BlueBell, for the 
last seventeen years, has en- 
joyed larger sales than any 
other door bell transformer on 
the market. 


Always ask for them 
by name 


KILLARK 


Electric Manufacturing Co. 


3940 Easton Avenue 
ST. LOUIS, MISSOURI 











| pany. 


| chandising 


|A. A. Switter with American 
Loom 
| John S. Berry, who represented 
' the American Circular Loom Co., 
Inc., New York, in the sale of its 
products in St. Louis, and in terri- 
tory surrounding that city, is no 
no longer affiliated with the com- 
He is succeeded in this repre- 
sentation by A. A. Switter who will 


| carry on the company’s regular pol- 
| icy of confining sales of materials 
| to jobbing channels. 


* * x 


J. H. Bigger Visits Pacific 
Coast 
J. H. Bigger, manager of the mer- 
department, Canadian 
Westinghouse Co., recently spent a 
short time in Vancouver and Vic- 
toria in the interests of his company. 
He looked over the entire situation 
on the Pacific Coast with a view to 


| further stimulating sales under the 


merchandising department. 


* * * 


Wirt Appoints Sales 
Representatives 

The Wirt Co., Philadelphia, Pa., 
announces the appointment of the 
following sales representatives: 
Wood & Anderson Co., 915 Olive 
St., St. Louis; B. B. Downs & Co., 
2500 University Ave. St. Paul, 
Minn., and the Paul A. Douden Co., 
305 Sugar Building, Denver, Colo. 


R. M. Maxwell Manages 
Electrical Bureau 

R. M. Maxwell, formerly resident 
engineer representing Curtis Light- 
ing, Inc., Chicago, IIl., in the Indiana 
and eastern Illinois territory, has 
been made manager in charge of the 
southern region of the Pacific Coast 
Electrical Bureau, with headquar- 
ters in Los Angeles. His offices are 
in the new southern California Edi- 
son, Co., Ltd., building at Fifth St. 
and Grand Ave. His home is now 
in Hollywood. 

i ae 


E. H. McCarthy Manages 
Sylvania Sales 

The sales activities of the Sylvania 
Products Co., Emporium, Pa., are 
now under the direction of E. H. 
McCarthy, whose appointment to the 
position of general sales manager has 
just been announced. Mr. McCarthy 
has had 12 years’. experience as an 
executive in the phonograph and 
radio business. 

*x* * * 


O. L. May Manages District 
Sales for R. C. A.-Victor 


Otto L. May, formerly president 
of the California Victor Distributing 
Co., has been appointed district sales 
manager of the R. C. A.-Victor Co., 
Inc., which involves both Radiola 
and Victor radio in the seven west- 
ern states. Mr. May is president of 
the Pacific Radio Trades Associa- 
tion. 








The Master Electric Co., Dayton, O., recently purchased a new four-passenger 


| cabin monoplane, especially designed and built for them. 


It was immediately placed 


Larsh, president and general manager of the company and Captain R. A. Von Derau, 


| in service to promote closer contact with customers and the trade generally. E. P. 


army air corps reserves, pilot of the plane, flew the ship to Dayton from Detroit 


} 


on its maiden trip. 


The plane was christened “The Master Messenger.” 
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P&S KEY SOCKETS 


WITH 
DOUBLE POLE MOVEMENT 


FOR USE WITH GAS FILLED LAMPS 
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Cap 4%” P&S No. CA 
Socket Body P&S No. S-925 


The socket with a porcelain cam which P&S Double Pole Key Sockets will appeal 
assures proper insulation of the key shaft at _to all customers who desire durability. 

all times. Carry a sample with you. Call their at- 

tention to its merits. They will readily recog- 

Diagram Legend nize its real worth. The super-construction 


of the interior, which thoroughly insulates 

the key shaft, also affords longer life to the 

B-B—Double Pole movement. socket because of the dual points of con- 

a tact. 

- — poe — le eee The key is made of Bakelite. It is brown 

in color and because of its high heat resist- 

ing qualities it will not soften when gas filled 
E—Lamp shell. lamps are used. 


A—Key shaft, never part of the circuit. 


D—Center contact. 





Manufactured by 


PASS & SEYMOUR, INC. 
Division J 


SOLVAY STATION SYRACUSE, NEW YORK 





"Those Who Know the Facts, Insist on ALABAX." 
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New Electrical Products, Illustrated 





HE new type “C” ranges, man- 

ufactured by the Westinghouse 
Electric & Manufacturing Co., 
Mansfield, O., incorporate such fea- 
tures as: the “Quick-Cook” units; a 
shelf directly above the cooking 
platform with a condiment set and 
adjustable mirror; towel rack; slop- 
ing switch panel; smokeless broiler 
pan, and a new tray beneath the 
cooking platform to keep it clean. 
The “Royale” 842, illustrated, is 
equipped with an electric clock for 
automatic operation, a warming 
compartment and either a seven-cup 
percolator or a _ portable electric 
cooker as standard equipment. 


ASS and Seymour, Inc., Syra- 

cuse, N. Y., has recently made 
an addition of a new line of 
threaded catch brass shell socket 
bodies and caps. Socket bodies 
are available in key, keyless and 
pull chain types. There are also 
two pendant caps, one with cord 
grip and one without. The caps 
and bodies are joined together by 
means of a threaded ring which en- 
gages the cap and body. There 
is no chance of the socket body 
and cap working loose and _ be- 
coming separated, because the ring 
acts as a rigid coupling. 








COMPLETE new line of lock- 
tf Aitype, toggle flush switches is 
announced by Cutler-Hammer, 
Inc., Milwaukee, Wis. The switch- 
ing mechanism is mounted on two 
soft, springy rubber pads which 
makes-for quiet action. Quick 
make and break, self cleaning con- 
tacts of heavy phosphor bronze, it 
is claimed, prevent “bounce” and 
“pitting” and assure long wear. 
Heavy compression type operating 
spring with lubricating spring 
sleeve, gives automatic kick-off. 
The body and cover are of tough, 
heavy walled “Thermoplax.” It fits 
all standard toggle switch plates. 


HE Hammond Clock Co., Chi- 

cago, is offering the trade a 
complete kit of parts with which 
the dealer can electrify the old 
time spring clock. The kit includes 
a complete movement, adjustable 
mounting brackets for installation 
in cases of various sizes and de- 
sign, five sets of hands to accom- 
modate various size dials. 


E ee 4 


A NEW “Buffalo” eight-inch 
home ventilating unit has been 
developed by the Buffalo Forge 
Co., Buffalo, N. Y. A slight pull 
on the enameled rod opens the out- 
side and inside doors to ventilation 
and starts the motor. A gentle 
push on the rod stops the motor 
and closes both the inside and out- 
side doors, giving protection 
against air leakage. The possibility 
of rattling doors is prevented by 
suitable springs which at all times 
hold the doors under tension. 











LECTROCHEF” model “BM,” 

brought out by Electromaster, 
Inc., Detroit, Mich., is suitable for 
extra large families, restaurants and 
tearooms. It has six burners on the 
cooking table, and two ovens, both 
of which are automatically con- 
trolled. The timer controls either 
oven, one at a time. 





ODEL 801, illustrated, is the 

single unit 46 in. wide in the 
line of commercial electric cook- 
ing ranges, developed by _ the 
Standard Electric Stove Co., To- 
ledo, O. This new series of elec- 
tric cooking units is specially de- 
signed for hotels, restaurants, in- 
stitutions and so forth. They are 
made up with Monel metal oven 
linings, malleable iron strain parts, 
variable heat units, individually 
fused and temperature control. 
Model 802 is made up of two 801 
units. Model 803 is made of three 
801 units. These ranges are de- 
signed for the heaviest type of 
bulk cooking. 
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Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 
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New Electrical Products, Illustrated 





HE Ideal Commutator 

Dresser Co., Sycamore, 
Ill., has just added to its 
line a fuse reducer which 
is made up in sizes for all 
fuses. The “Ideal” fuse 
reducers are said to per- 
mit the installation of the 
proper size fuse to prop- 
erly protect wires. of 
feeder and branch circuits 
to prevent overheating and 
thus the deterioration of 
the insulation. 





‘THE eight inch oscillating and 
non-oscillating fans brought 
out by the Diehl Manufacturing 
Co., Elizabethport, N. J., are rug- 
gedly constructed and have induc- 
tion type motors—no brushes, cut- 
out or internal switches. They are 
equipped with waste-packed bear- 
ings which require only yearly lu- 
brication. They are especially 
adapted for home use and for ven- 
tilating telephone booths, elevators 
and similar small enclosures. 





ROBERT Schwartz & Bro., 

e New York, has designed a new 
desk lamp, known as No. 1561. The 
base is decorated in design and 
felted, while the shade has an orna- 
ment in front. The finish of this 
model is two-tone and can be fur- 
nished in bronze-gold and “verd- 
gold.” 





E Ben “Tornado” fan, recently in- 
troduced by the Emerson Elec- 
tric Manufacturing Co., St. Louis, 
is intended primarily for ceiling 
mounting although it can be in- 
verted for joining on a pipe and 
used as a column fan without the 
necessity of changing any parts of 
the motor. The motor is fully en- 
closed, induction type, for 110 
volts, 60 cycles with grease packed 
ball-bearings. The aeroplane type 
propeller is 23 in. in diameter and 
made of aluminum. A steel, double- 
ring, spot-welded guard protects 
against accidental contact with the 
blade. A single-speed toggle switch 
with string attached is located in 
the back end cover. It is furnished 
with ceiling canopy and_ hickey 
with lag screw for wood ceiling. 
A special feature is the adjustable 
mounting yoke which permits the 
fan to be tilted to any position be- 
tween 15 degrees above horizontal 
to 30 degrees below horizontal. 








6s... VERHOT” larger capacity 

electric cooker, model EC-15, 
manufactured by the Swartzbaugh 
Mfg. Co., Toledo, O., is specially 
designed for the family of four to 
eight persons. It has a chromium 
plated body and the element is said 
to be guaranteed against burnout. 
It is equipped with two heavy 
gauge aluminum utensils, one uten- 
sil divider, trivet, utensil lifter, and 
heater cord. 





UMBER H271 tumbler type 

“Homeco” cord switch of mod- 
ernistic design is one of the latest 
additions to the line of the Bryant 
Electric Co., Bridgeport, Conn. 
The body is of brown bakelite. 
Straight through feed is so de- 
signed as to afford strain relief for 
cord. Milled edge indicating switch 
handle is of brown bakelite and the 
manufacturer claims the switch to 
be practically noiseless in opera- 
tion. Ample space is provided in 
wiring channels and the banding 
screws in the switch are provided 
with large heads. 
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A Sales Booster 


for the Dull Months 


The Seventh Annual 
Summer Sales Contest 


Conducted by 
THE JOBBER’S SALESMAN 


July and August 


CR 


Jobbers and Salesmen—this contest is simple to operate. 


NS APRS INO A IIT a ee sae etactyier 


It provides the salesmen with scores of opportunities 
to win $25 cash prizes. 


Helps to increase sales during the two slack summer 
months. Every salesman in the industry should be in 
this contest. 


ee min se 


Come on, you salesmen, get entered before the race 
starts. Just have your sales manager send in your name. 


RO 


4 THE JOBBER’S SALESMAN 


520 No. Michigan Ave., Chicago 
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| Reflector and Illuminating in 
New Home 


| The Reflector and Illuminating 





| new and enlarged home at 1431- 


“It has a grip like its namesake” 


New Home of Reflector & 
Illuminating Co. 





| 1435 W. Austin Ave., where it will 





new home provides additional floor 
| space for manufacturing and ship- 
ping purposes and offers many other 
outstanding features and facilities 
\ for service. Several departments 
\" _ will be enlarged to care for increas- 

TRADE MARK ' ° : ° ° 
|| D | ing business, chief among which are 
u O | the export, engineering, estimating, 

REGISTERED ; “Bit 
production -and_ shipping depart- 
| ments. 





* *K Xx 


° Henry Demmert Associated 
Split Knobs | ee 
| Otto Demmert, of The Demmert 
Co., Los Angeles, Calif., has an- 
i > nounced that his son, Henry Dem- 
HESE are 


mert, is now associated with him in 


the safe, approved the manufacturers’ agency business | 
in southern California and Arizona, | 


knobs for all types of 


residence wiring. They where the firm represents: the I-T-E 
mean better jobs at no 


dded t Bull D Circuit Breaker Co. ; the Sundh Elec- 
Split Knobs, jeiaithet tric Co.; the Clark Controller Co.; 
with Illinois Porcelain the Burke Electric Co., and the 


Tubes, Cleats and Southern States Equipment Co. | 
Solid Knobs form a Henry Demmert has spent the last | 
complete line of stand- | six months in the research labora- | 


ard porcelain. tories of I-T-E Circuit Breaker Co. 
| iii Philadelphia. 
| The Southern States Equipment 
| Co., Birmingham, Ala., has an- 


Sold Through Wholesalers Psi the appointment of The 
| 
| 





Demmert Co., Los Angeles, as its 
representative in southern California 
and Arizona. 

a 6 


Illinois Electric Porcelain Co. | ; 
| Hubbell Moves Chicago 


Macomb, Illinois Offices 


The offices of Harvey Hubbell, 
| Inc., 318 W. Washington St., Chi- 
| cago, have been moved to the Stevens 


Annex Bldg., 560-562 W. Monroe 
Street. 








| Co., Chicago, is now located in its | 


occupy the entire building. This | 





Sometimes WE 
are surprised 


UT we try not to showit... 

This time a husband said 
his wife was arriving in 10 min- 
utes, and could we help him ar- 
range a surprise dinner party 
for her? Here was a list of 12 
guests... would we telephone 
them and “‘fix things up’’ while 
he dashed to meet his wife at 
the station? There were 14 at 
that dinner... and his wife was 
really surprised! 


It’s our belief that a hotel 
should do more than have large, 
airy rooms, comfortable beds, 
spacious Closets. Beyond that, 
we daily try to meet the sur- 
prise situation (without sur- 
prise), no matter what the 
guest wants. 


Extra service at these 25 


UNITED HOTELS 


NEW YORK CITY’S only United ....The Roosevelt 
PHILADELPHIA, PA The Benjamin Franklin 
SEATTLE, WASH The Olympic 
WORCESTER, MASS The Bancroft 
PS a renee Pe The Robert Treat 
PATERSON, N. J..-.--> The Alexander Hamilton 
PRMTOEE, We Bis co vcicscsckees The Stacy-Trent 
SIARRISBUEG, PAs 006 cccccvccce The Penn-Harris 
eS a I eee ee ee The Ten Eyck 
SURE, Fe inci oscvcscncws The Onondaga 
DCO TET. «0 viceseccisciees The Seneca 
NIAGARA FALLS, N.Y. .ccccccscsecs The Niagara 
The Lawrence 

The Portage 

ES ove vk Kccvcchaetehaswas The Durant 
MAMGAS CHIN. ME. » voces cea weess The President 
El Conquistador 

SAN FRANCISCO, CAL. ........-. The St. Francis 
SHREVEPORT, LA. ....- The Washington-Youree 
SF OR UANE BAS <0 csc ect cccee The Roosevelt 
NEW ORLEANS, LA The Bienville 
TORONTO, ONT. The King Edward 
DEAGARA PALIB; ONT. 20050 ssc eves The Clifton 
WINDSOR, ONT. ........... The Prince Edward 
KINGSTON, JAMAICA, B.W.1.. The Constant Spring 


—— oe 
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BEAV 


MAY, 1931 











Issued by BEAVER MFG. CO. 
NEWARK, N. J., U.S. A. 


HERE we are in the merry month of 
May, and where’s all the gloom and 
disaster that was prophesied by some of 
the “January Joy-killers”! Steel hitting 
along pretty good, automobiles coming 
back strong, building operations going 
forward . . . all the basic industries 
solid enough, and retail trade holding 


its own. 
22¢e 


Things are not so bad, after all. Now 
if you fellows that carry the messages 
for the jobbing trade will carry this one, 
you'll be doing a good turn for every- 
body in the industry. . 


BUCK UP AND BUY... 


STRONGER WINDOWS AND MORE 
OF THEM... 


MAKE SPRING PAY YOU DIVIDENDS. . . 


Take constructive thoughts like these 
to Jim and Joe and the other dealers. 
Just remember how those lads really 
look up to you for encouragement and 
inspiration. Of course 1931 won’t be a 
bumper year . but it will be a 
blamed GOOD year for every retailer 
who makes up his mind that way! 




















Soft Rubber Handle Cap 
63 


Quality is better, price is lower, and 
the good old BEAVER name means 
easier sledding all along the line! Push 
this baby, and tell your retailers to do 


the same. Samples will be sent from 
headquarters . . . just give them the 
high sign, 


Two Rubber Tires 


You’ve heard this one before, but it’s so 


appropriate I often repeat myself. One tire 
good for 11,000 miles .. . the other a 
wreck at half that mileage .. . and. they 


both locked alike on the outside. My outfit’s 
fixtures may look like twin brothers to some 
other lines on the counter ... but what a 
different story when they go into action! It’s 
knowing how to make ’em, fellows . .. you 
know what I mean ... and BEAVER’S name 
is the thing to make ’em look for when they 
are buying! 
ze 


P. S. and all that sort of thing. . 
there’s an air of mystery around the 
home plate, and I suspect something 
good is coming along soon. Will keep 
my ear to the ground and let you know 
as soon as I get the “info” and permis- 
sion to spill the news. WATCH! 








ers, Inc. At the last meeting held on | 


Interstate Manufacturers 

Have Record Attendance 

Membership and attendance rec- 
ords are showing a steady gain for 
the Interstate Electric Manufactur- 


April 20, Breslin Hotel, New York, 
three well known speakers were on 
the program. Franz Nelison, who 
for many years was general counsel 
of the New York Electrical Credit 
Association and has had broad ex- | 
perience in organization work, spoke 
on the benefits of united effort. 
Julian Hawks, managing director 
of the Eastern Electrical Wholesal- 
er’s Association, spoke on the early | 
problems in the organization of that | 





| body and means of overcoming them. | 





| ington. 


Simon Rash, prominent attorney, 
confined his remarks to the legal | 
aspect of organization and advised | 
the audience on this subject. | 


* * x 
Armstrong Has 
San Francisco Office 


The establishment of a district | 
office and warehouse in San Fran- 


| cisco at 140 Spear St. by the Arm- | 
| strong Appliance Corp., Huntington, | 


W. Va., formerly the Armstrong 
Electric & Manufacturing Corp., has | 
been announced, following a reor-| 
ganization of the company. Samuel 
H. Taylor, formerly secretary of the 
Pacific Coast Electrical Association, 
is in charge as district manager, his 
territory embracing northern Cali- 
fornia, Nevada, Oregon and Wash- 
J. B. Swan is district man- | 
ager in the southern California and 
Arizona territory, with headquarters | 
at Los Angeles. The Armstrong 


| corporation will undertake an active 


sales campaign on the Pacific Coast | 


on ranges, table appliances, and 
hardware specialties. 
ie Te 





Lionel to Advertise 
Year Around 

The 1931 advertising campaign of 
the Lionel Corp., New York, will 
represent a departure from the Lio- 
nel campaigns of other years. J. L. | 
Cowen, president, in commenting | 
upon the enlarged scope of his com- 
pany’s advertising, said, “Our| 
thought is to make Lionel model | 
railroading a year-around past-time | 
for boys. In this way we will create 
a constant demand for Lionel equip- | 
ment throughout the year.” | 








Profit Now 


FROM THE SALE OF 
Aine |. lt 
. . CIRCULATING 


AIR HEATERS 
THE YEAR ‘ROUND 




















The Circulat-Aire see ty 
Built-in wall type for installa- 
tion in new homes, apartments, 
offices, etc. 


An excellent summer item for 
sale during the building season. 


The Portable Circulat-Aire— 
for new and old homes, offices, 
cottages, camps, in fact every- 
where. 


The Circulat-Aire ... is an 
efficient electric circulating air 
heater. 


Write for Sample and Sales Plan 





Write Today 


American Appliance Co., Inc. 
(Division of American Signs Corp.) 
Kalamazoo, Michigan 


Manufacturers of 
Flood Lights - Heaters - Electric Ventilators 
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Above — Quad 
Reflector with 
H orizontal 
Keyless Weath- 
erproof Socket 
Fitting. 


Left—Q-D 
gzgul Soc 
Fitting 
cal Type. 
obtainable 
Horizon 
Type. 


New ltems 








Special Dome Reflector with Q-D Socket 
Fitting. 


The new “Quad” Catalog is effec- 
tively serving leading electrical jobbers 
and contractors as a source-book for 
illuminating data as well as for buying 
information on the “Quad” line of 
Reflectors, Fittings, Lighting Units, 
etc. 


Among the new popular and practi- 
cal specialties described and illustrated 
in this catalog is the Mogul Socket 
for Q-D Reflectors available in two 
types: Vertical (illustrated) and Hori- 
zontal. 


Mo- 
ket 


Verti- 
Also 


Refer to our catalog in your files or 


in 
request a supply on your business 


tal 
stationery. 


QUADRANGLE MANUFACTURING CO. 


26 S. Peoria Street Chicago, Illinois 





COUNTLESS USES 
FOR THE 


NEON GLOW LAMP 


A new, colorful, attractive counter 
display featuringtheS14Neon Glow 
Lamp is now ready for dealers. 


in home, theatre, lab- 
oratory, factory, etc. 


Where economy or low level illumination 
is desired, no lamp serves better than the 
Neon Glow Lamp. With metal electrodes 
that never burn out, it withstands sudden 
shocks and continued vibration. Lasts over 
3000 hours before bulb begins to blacken. 
Uses less than 5 cents a month in current. 
Innumerable uses in industry as_strobo- 
scopes, vibrometers, etc. Send for complete 
information on unusual sales and profit pos- 
sibilities. Address: General Electric Vapor 
Lamp Co., 891 Adams St., Hoboken, N. J. 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 
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Steinmetz and Kelly Move 
Offices 


Business certainly must be good 
with our old friends Bill Steinmetz 
and Spike Kelly. They recently 
moved from their old location at 100 
So. Jefferson St. and now have of- 
fices and show room at 9 S. Clinton 
St., the Madison Terminal Bldg. 

Most of us remember Rudy 
Hanke, the old professional football 
player, who formerly sold the Paul- 
ding line for Otto Koberna. Rudy 
is now a member of the Steinmetz 
& Kelly sales staff and will concen- 
trate on the Appleton and Dominion 
lines in the entire territory which 
means as far west as Denver. Bill 
Steinmetz recently returned from a 
trip to the west. This firm can use 
another good specialty line. 

ie ee 


A. J. Carlson Wins 
Promotion 
A. J. Carlson has been appointed 
radio sales manager for Waterhouse- 
Lester-Scovel Co., San Francisco, 
distributor of Bosch Radio for 
northern California. 





W. H. Hallstein, treasurer and direc- 
tor of purchases for the Ilg Electric 
Ventilating Co., Chicago, was elected 
president of the Purchasing Agents 
Association of Chicago at its annual 
meeting. Other officers elected are 
Harry J. Reefe, first vice-president; 
E. L. Van Vechten, second vice-presi- 
dent; James Shepherd, treasurer, and 
Frederick J. Heaslip, secretary. A com- 
prehensive program for 1931 was out- 
lined including research and analyza- 
tion of commodities, their new appli- 
cations and future prices. Statistics 
showed that the purchasing power in 
the Chicago territory alone amounts to 
more than seven hundred million dol- 
lars annually. 
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REFRIGERATOR 
CASE 
LIGHTING 








No. 40 


No. 40 outside refrigerator reflector 
for T-10 standard base lamp for 
surface wiring. 








No. 50 

1 No. 50 outside refrigerator reflector 
" for T-10 standard base lamp, for 

concealed wiring for new case 
'y construction, 
r 

y 
DAY'BRITE 
Reflectors 
for 
Stores Banks Schools 
Art Galleries 
Interior Electric Signs 

C- 
“ic 
ed 
its 
ial 
ire 
it} 
*d Above is illustrated a counter 
n card designed to help you sell 
m- more Day-Brite’s. 
ut- 
Za- 
yli- 
ics 
im 
to 
ol- 


3825 Laclede Ave- Saint _— 











Arrow-Hart and Hegeman 
Moves Chicago Office 


The Arrow Division and the Hart 
and Hegeman Division of the Arrow- 
Hart & Hegeman Electric Co., Hart- 
ford, Conn., announce the removal to 
their new and larger warehouse and 


| office at 701-709 W. Jackson Blvd., 


Chicago. 


* * * 


Latest Trade Literature 
Westinghouse Lamp Co., New 
York—“Merchandising Steps Out of 


| the Twilight Zone” and “Banishing 





the Twilight Zone from Modern | 


suildings” are two new booklets that 
have been released by this company. 


Square D Co., Detroit—This man- 


ufacturer announces the publication | 


| of a new bulletin dealing with Square 





D dead front switchboards. It de- 





scribes the two types of switchboards | 
| manufactured by this house. 


Trumbull Electric Mfg. Co., Plain- 
ville, Conn.—A booklet has just been 
issued on the “F. O. I.” (front oper- 


ated interlocking) dead front switch- 


board. 


Cleveland, 
bulletin, de- 


Lincoln Electric Co., 
O.—Section 3304, a 


| scribing the arc welding supplies, 


has recently been released by this 
manufacturer. 


Edwin F. Guth Co., St. Louis— 
Catalog No. 25 has just been released 
by this manufacturer. It contains a 
complete line of commercial fixtures 
and a few specialties. 


* * * 


Appleton Electric Co., Chicago— 
Bulletin No. 901, listing and illus- 
trating all types of malleable “Uni- 
lets” as well as couplings, connectors, 
clamps and so forth for use with 
threadless thin-wall conduit is being 
sent out to the trade. 


Colt’s Patent Fire Arms Mfg. Co., 


Hartford, Conn.—A complete sched- | 


ule of list prices corrected to March 
1, 1931, has been released. 


Arcturus Radio Tube Co., Newark, 
N. J.—Technical bulletins describing 
two new Arcturus tubes the “type 
551 variable-Mn” and “type PZ 
pentode” are now ready for distri- 
bution. 
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COMPETITION 
on THIS Sales 
Success! 


; 


E 
| 





VWELVATONE 
Door Chimes! 


Display a standard set of Velvatone 
Door Chimes on your floor... let 
your customers press the button... 
when they hear the beautiful notes 
of Velvatone...they are SOLD. Vel- 
vatone fills the need of modern 
homes fora modern, distinctive door- 
call...and there is nothing else like 
iton the market! Thousands are now 
in use. Liberal jobber discount... 
and a double profit for the electri- 
cal contractor, on the chime and in- 
stallation. 


A SIZE FOR EVERY HOME 


Four standard Velvatone models 
ranging from the one-chime model 
at $16.50 to the four-chime set at 
$55.00. 


TERRITORIES OPEN 


Several good territories are still 
open for live distributors. Write 
for details. 


<<<<<4<4<4<<5<44< 


Tht 
LVATONE 


ruil 


CHIMES 
|| 
V 
V 
V 
=V: 
ELECTRIC SIGNAL CO., 
411 Architects Bldg., Los Angeles. 


Please send details of jobbers discount, ter- 
ritory information and your new catalog. 


ELECTRIC SIGNAL COMPANY 
411 Architects Bldg., LOS ANGELES 





Name 





Address 
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In Bulk Containers 


In addition to the standard size packages for 
ordinary use Yager’s famous soldering salts are 
now furnished in 25, 50, and 500-pound air 
tight sheet-iron drums. All are attractively en- 
ameled to prevent rust. 


Write today for 
prices and discounts. 


Alex. R. Benson Co., Inc. 
Manufacturers 


Hudson, N. Y. 
Since 1873 


YAGER’S 


1873 IT MUST BE GOOD 1931 
































Benjamin Electric Mfg. Co., Des 
Plaines, Ill—This concern has pub- 
lished a revised and enlarged edition 
of the handbook “A Guide to Pro- 
ductive Lighting for Industry.” A 
number of typical illustrations, show- 
ing before and after pictures where 
installations have been made with 
Benjamin lighting equipment and the 
complete line of reflectors and other 
lighting fixtures, are described. It is 
a thorough summing up of the ad- 
vantages of better lighting and the 


way to get it. ase 


Trained Sales Executive: A high-class 
sales executive with 15 years’ experience 
with manufacturers dealing through 
wholesalers is available for a position, 
preferably in Chicago, although he would 
consider other localities. This man has 
a thorough knowledge of wholesalers 
and a wide acquaintance among them. 
Prefers position as sales manager, al- 
though he would consider position as 
local manager. Address Box 407, THE 
Jopper’s SALESMAN, 


Representative Available: Here is a 
man with 20 years’ experience in the 
electrical industry, all of which was 
~pent in working for manufacturers. Has 
covered the entire country, and is thor- 
oughly acquainted with the jobbers. This 
man is well known in the Chicago ter- 
ritory and would prefer a position there, 
but will also consider offers in other 
localities. Address Box 406, THE Jop- 
BER’S SALESMAN, 


Sales Executive: A sales executive 
with an admirable record in the elec- 
trical wholesaling industry is available 
for a position with a manufacturer, pref- 
erably in the Pacific Coast territory. He 
has had 15 years’ experience as a job- 
ber’s salesman, city, country and general 
sales manager. This man is highly rec- 
ommended. Address Box 405, THE Jos- 
BER’S SALESMAN, 


Merchandise Man: There is available 
at the present time a man who has been 
connected for the past 10 years with 
some of the larger manufacturers of 
washing machines and electrical appli- 
ances selling the distributors, and deal- 
ers, hiring and training men, and gener- 
ally promoting the sale of such products 
in the middle western territory. He is 
35 years of age married, has a car and 
is free to travel or locate in any terri- 
tory. Address Box 404 THE Jopper’s | 
SALESMAN, ; 


Sales Manager: A sales manager of 
proved ability is available for a position. 
This man has a national acquaintance | 
among wholesalers and dealers through- 
out the United States. He has as well 
seven years’ experience in factory man- 
agement. He is a graduate electrical | 
engineer of Rutgers University. Address 
Box 400, THE JopBer’s SALESMAN. 





Merchandise Executive: A high type | 
executive with proven record as an or- | 
ganizer and result getter. Eleven years 
in radio and appliance field backed by | 
technical training and operating expe- | 





CONCENTRATE 


ON 


Patented ( ‘ 


WIRE 
CONNECTORS 


Your customers will ap- 
preciate the speed with 
which they can work with 
SR K connectors. They’re 
safer too. 


A-1&JIR 


Once you sell your cus- 
tomers on S R K you can 
look for plenty of easy re- 
peat business. 


They are unequalled for 
speed and efficiency. 


Approved by 


Factory Mutual 
Laboratories 


Underwriters 
Laboratories 


Samples sent on request 


JIFFY WIRE CONNECTOR CO. 
HACKENSACK, N. J. 


General Sales Office 
G. DENN MONTGOMERY, Jr. 
458 Broadway, New York City 
Phone CAnal 6-7533 and 6-6186 








HERE IS THE MAN YOU 
WANT FOR CHICAGO 


MAN who has been sales man- 
ager of a large electrical whole- 
sale house in Chicago. 

A man who has represented manu- 
facturers in the Chicago area for 
years. 

A man who is sound financially. 

This man is available to you either 
as a manufacturer’s agent or direct 
representative in the Chicago area. 


Address Box 531 


THE JOBBER’S SALESMAN 
520 N. Michigan Blvd. CHICAGO 











Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 
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LOTS TO TALK ABOUT 





SHERMAN 


BATTERY CLIPS 


Your trade will be quick to decide 
on Sherman Battery Clips when 
you explain their many features. 
Here are a few of them—They are 
made of one piece of spring steel 
and lead coated. Handy terminals 
permit use of either screws or 
solder. Universal jaws fit any size 
of conductor. Sherman Battery 
Clips last longer because they’re 
made better. 


Write today for catalog and prices 


H.B. SHERMAN MFG. CO. 
BATTLE CREEK MICH. 








WHO IS THE JOBBER 
SALESMAN’S BEST 
FRIEND? 


i : i 2 IN 
race 
| yr 


Ue 







BECAUSE |. 
AM SELLING 
LIGHT BY THE 


ROOMFULL! 


Every Jobbers’ Salesman should read 
each issue of the famous Business 
Builder, ‘‘The Wiremold Idea,’’ and 
keep up with the current campaign to 
sell light by the SHOP FULL—STORE 
FULL—OFFICE FULL—ROOM FULL. 
Sent free. Send in your name. 


WireworD 


WBB HEADQUARTERS 





HARTFORD, CONNECTICUT 


rience in radio. Experience includes re- 
tail store management, appointing dis- 
tributors nationally for parts manufac- 
turers, district sales manager for large 
set manufacturers and district merchan- 
dise manager handling appliances and 
radio for prominent national distributor. 
Strong recommendations from previous 
connections. Address Box 401, THE 
Jopper’s SALESMAN. 


Chicago Representative: A Chicago 
representative who has functioned most 
successfully as a sales agent during the 
past 18 years is available either as a 
direct representative or as a manufac- 
turer’s sales agent. This man has both 
a wide experience and acquaintance in 
the Chicago area, and is thoroughly 
trained to handle the kind of position 
for which he is available. 
402, THE Jopper’s SALESMAN. 


Merchandising Sales Executive: With 
one of the nation’s largest mail order 
and chain store organizations for past 


nineteen years, buying, merchandising | 


and advertising electrical goods, radio, 
sporting goods, cutlery and hardware 
specialties. Well acquainted with sources 
and marketing conditions. Thoroughly 
schooled in large organization work: 
accustomed to heavy responsibilities and 
keenly alert to modern merchandising 
requirements. Highest reference from 
former employers. Christian; age 42; 
married. Can bring results to merchan- 
dising or manufacturing organization. 
Salary to start secondary to right op- 
portunity. Address Box 403, THE Jop- 
BER’S SALESMAN. 


* * X 


Statement of the Ownership, Management, 

Circulation, Etec., Required by the Act 

of Congress of August 24, 1912. 
of The Jobber’s Salesman published monthly 
cago, Tll., for April 1, 1931 
State of Illinois, County of Cook, ss. 

Before me, a notary public, in and for the State and 
county aforesaid, personally appeared W. J. McLaughlin, 
who, having heen duly sworn according to law, do°poses 
and says that he is the editor of The Jobber’s Sales- 
man and that the following is. to the best of his 
knowledge and belief. a true statement’ of the owner- 
ship, management (and if a daily paper, the circulation), 
etc., of the aforesaid publication for the date shown 
in the above caption, required by the Act of August 24, 
1912, embodied in section 411, Postal Laws and Regu- 
lations. printed on the reverse of this form, to wit: 

1. That the names and addresses of the publisher, 
editor managing editor, and business managers are: 
p"blisher, Electrical Trade Publishing Co., 520 N. 
Michigan Ave., Chicago, Ill.; editor, W. J. McLaughlin, 


at Chi- 


520 N. Michigan Ave.; managing editor. W. J. Mece- 
Laughlin, 520 N. Michigan Ave.; business manager, 
D. G. Pilkington, 520 N. Michigan Ave. 


2. That the owner is: (If owned by a corporation, 
its name and address must be stated and also imme- 
diately thereunder the names and addresses of stock- 
holders owning or holding one per cent or more of total 
amount of stock. If not owned by a corporation, the 
names and addresses of the individual owners must be 
given. If owned by a firm, company. or other unin- 
corporated concern, its name and address, as well as 
those of each individual member, must be given.) Elec- 


trical Trade Publishing Co, 520 N. Michigan Ave.; 
Edgar Kobak, Jackson Heights, L. I., N. Y.; Howard 
Ehrlich, 520 N. Michigan Ave. 





Address Box | 





3. That the known bondholders, mortgagees, and other | 


security holders owning or holding 1 per cent or more 
of total amount of bonds, mortgages, 
are: (If there are none, so state.) None. 

4. That the two paragraphs next’ above, 
names of the owners, stockholders, and security holders, 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 


giving the 


security holder appears upon the books of the company | 


as trustee or in any other fiduciary relation, the name 
of the person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs con- 
tain statements embracing afflani’s full knowledge and 
belief as to the circumstances and conditions under which 
stockholders and security holders who do not appear 
upon the books of the company as trustees, hold stock 
and securities in a capacity other than that of a bona 
fide owner: and this affiant has no reason to believe 
that any other person, association, or corporation has 
any interest direct or indirect in the said stock, bonds, 
or other securities than as so stated by him. 

5. That the average number of copies of each issue 
of this publication sold or distributed. through the mails 
or otherwise. to paid subscribers during the six months 
preceding the date shown above is (This information is 
required from daily publications only.) 

W. J. McLaughlin. 

Sworn to and subscribed before me this 27th day of 
March, 1931. 

(Seal) 
(My commission expires December 10, 


Elsie EB. Stover. 
1933.) 


or other securities | 











exes e use. ad ad 


- . . the original 


E-Z CONNECTORS 


(PORCELAIN) 


for Quick-Strong-Safe 
Wire Connections 


ae 
E-Z CONNECTOR 





TRADE MARK 
REG. 


Approved by Under- 
writers’ Laboratories 


as follows: ‘* ‘E-Z’ 
Solderless splicing 
device consisting of a 

corrugated, 
porcelain cap with a 
tapering female 
thread. nly 


14 B&S gauge 
conductor 
two No. 


or/and stranded con- 
ductors; also one No. 
14 and one No. 18 
solid or stranded 
wires; also two No. 


and 


100 .....$ 1.50 
mo Re 6.25 
BGGe <<... 10.75 


5,000.$9.50 per M 
10,000. 9.00 per M 


JOBBERS AND DISTRIBUTORS 
PRICES ON APPLICATION 


WHERE TO BUY 


‘se 7** 


Connectors 


Pacific Coast & Mountain States Distributor 


J. M. FELDMAN CO., Inc. 
Los Angeles, Calif. 


FLORIDA 


Lighting Fix. Co. (Tampa) 


LOUISIANA 


Lighting Fix. Co. (New Orleans) 


MISSOURI 
Gross Chandelier Co. (St. 


NEW YORK 
L. A. Woolley, inc. 


City E'eetrie Co. 
PENNSYLVANIA 


W. Phila. Elec. Sup. Co. 


Star Electrical Co. (Erie) 
TEXAS 

Beckett Elec. Ce. 

Economy Elec. Sup. Co. 


Louls) 


(Buffalo) 
(Syracuse) 


(Phila.) 


(Dallas) 


(Dallas) 


A. F. Anderson Co, (Dallas) 


Economy Elec. Sup. Co. 
Lighting Fix. & Refin. 


FOLLOWING TRADE A 


(Fort Worth) 
Ce. (Houston) 


REAS OPEN FOR 


EXCLUSIVE DISTRIBUTORS 
New England Trade Area—Maine, N.H., Ver., R.1., 


Mass., and Conn. 


Middle Atlantic Trade Area—New York, N.J. and 


Penna. 


East North Central Trade Area—Ohio, 


Mich. & Wise. 


ind., Hl... 


PATENTED OCTOBER 21, 1930 
(Other Patents Pending) 








APPROVED BY UNDERWRITERS’ 
LABORATORIES: HYDRO-ELECTRO 


TRIC DE 
TION DEPARTMENTS. 








FREE SAMPLE—SEND COUPON 


TERRA PORCELAIN MFG. CO. 


Ss 
311 TERMINAL SALES BLDG 


747 WAREHOUSE ST. 
LOS ANGELES, 


CALIFORNIA 


Please send me a 


sample of your 


“E-Z” 


Connector without obligating me in any way. 


NNOMO cccccccccccccccsccceccces eeccececee eccce 

Street & No......... eovccccces eocccccccoccece 
DP ccccccoccceccccsccccesccececcocesscceccece 
MAY J.S. 
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INTRODUCING 





@ 











e 
REG. U.S. PAT. OFF. 


Keep your eye on this fellow. 
Watch for his timely talks on 
Kirkman Fuses—the complete 
Fuse line that delivers perfect 
service to the user and steady 
profits to the Electrical Whole- 
saler. 

He will tell you how you 

can secure more fuse 

business in the 4 great 

electrical markets, RE- 
SALE-INDUSTRIAL- 


COMMERCIAL. 
CONTRACTOR. 


Automobile Fuses 
Special Fuses 
Link Fuses 


Enclosed Fuses 
Fuse Plugs 


Write today for complete catalog 


KIRKMAN 


ENGINEERING CORP. 
1 DOMINICK ST., NEW YORK 


Makers of Fuses Since 1912 


Location of Warehouse Stocks 


J. R. O'DONNELL R. L. CUNNINGHAM 
550 Howard Street 600 So. Delaware Ave. 
San Francisco, Calif. Philadelphia, Pa. 
KABERNA & CO. H. W. MacLEOD & CO. 
29 So. Desplaines Street 242 Congress Street 
Chicago, Illinois Boston, Mass. 


KIRKMAN 


IFWSIEX 

















Index to Advertisers 
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Adam Electric Co., Frank 
All-Steel-Equip Co., Inc 

American Appliance Co., Inc 
American Blower Corp 

American Circular Loom Co., Inc... 
Anaconda Wire & Cable Co 
Arcturus Radio Tube Co........... 
Art Metal Co., The 

Associated Business Papers, Inc.... 


Beaver Mfg. Co 

Benjamin Electric Mfg. Co 

Benson Co., Inc., Alex R 
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K 
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N 


National Carbon Co., Inc.........32-33 
National Electric Products Corp.... 
Front cover 
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Inside back cover 


Quadrangle Mfg. Co 


R 


Roach-Appleton Mfg. Co 
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S 
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Inside front cover 
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Sierra Porcelain Mfg. Co 
Signal Electric Mfg. Co 
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Standard Electric Stove Co..Back cover 
Steel and Tubes, Inc 


~ 
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One Man in Forty— 


and YOU are theMan 


ID you ever stop to think that you are one of the comparatively 
small percentage of men whose “yes” or “no” really matters 
to American business? 


Every morning 40,000,000 men start to work—in factories and 
mines, banks, railways, stores and other centers of industry or trade. 
Forty million men turn the wheels that keep America clothed, shel- 
tered and fed. 


But only one million of them make business decisions. Only one 
man in forty has the ability, the responsibility or the authority to 
say yes or no in business matters. Hence the real managing power 
of the country lies in the hands of these million men—less than one 
per cent of its total population. 


As a member of this group—this controlling minority—you share 
an important responsibility—the triple responsibility of wisely liberal 
purchasing, of generous employment and of sane management to 
hasten the return of general prosperity. 


How, you ask, do we know that you are one of the million who 
make decisions for others to follow? Because men who read busi- 
ness papers are alert and eager for news of new plans, new methods, 
new equipment. That is why they are the men who control affairs. 


Nil ¥o- 


THIS SYMBOL identifies an ABP paper ... It 
stands for honest, known, paid circulation; 
straightforward business methods, and editorial 


standards that insure reader interest . . . These 

ee ° 
are the factors that make a valuable advertising 
medium. 


THE JOBBER’S SALESMAN 
IS A MEMBER OF 


THE AssociATED Business Papers, INC. 


TWO-NINETY-FIVE MADISON AVENUE - NEW YORK CITY 
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» » » The Old Market 
is eclipsing 
the news 


MILLIONS 


of Homes, Stores 
Industrial and 
Commercial Establish- 
ments in Need of 
Adequate 
Wiring 





A. C. L. Products. 
XDUCT and ELECTRODUCT 
Rigid Conduit 
“RED SEAL’*> ABC ARMORED 
BUSHED CABLE 
(Licensee Pat. 1687013) 
‘““RED SEAL*’ FLEXIBLE METALLIC 
CONDUIT 
“FRED SEAL” WEATHERPROOF 
ARMORED CABLE 
“RED SEAL” WEATHERPROOF 
FLEXIBLE CONDUIT 
LOOMEFLEX, non-metallic flexible con- 
duit 
(Licensee Pats. 1111806-1635829) 
LOOMFLEX CABLE, non-metallic 
sheathed 
(Licensee Pats. 1203788-1439323- 
1520680) 
BOXES and FITTINGS 
All “‘Better Wiring Materials”’ 











These A.C.L. ‘‘Better Wiring Mate- 
rials’’ are advertised extensively to 
your contractor customers in leading 
trade journals and by direct mail. 


Go after it! 


Thousands of homes in your territory are without a sufficient 
number of convenience outlets. Most of them were built before 
the widespread use of radio, electric clocks, vacuum cleaners, 
washing machines, etc., the convenient use of which requires a 
large number of outlets. 


Hundreds of factories are inadequately wired. Countless stores, 
shops, restaurants are in need of better lighting facilities, ventilat- 
ing equipment, etc. 


By far the largest part of all residential, industrial, commercial 
and institutional buildings now in use are in need of Electrical 
Modernization. 


Sell your contractor customers on the idea of aggressively going 
after this business . . . and be sure to sell them A. C. L. 
PRODUCTS: Xduct and Electroduct, standard rigid conduit, 
“Red Seal” ABC Armored Bushed Cable, “Red Seal’ Metallic 
Flexible Conduit, “Red Seal” Weatherproof Armored Cable and 
Flexible Conduit, Loomflex, non-metallic flexible conduit, Loom- 
flex Cable, non-metallic sheathed, and a complete line of Boxes 
and Fittings. 


American Circular Loom 
Company, Inc. 


233 Broadway a 2 2 New York, N. Y. 


Offices in Principal Cities 











